


T the recent annual meet- 
ing of the Insurance Fed- 
eration of America held in New 
York, Harry H. Wadsworth was 
reelected president. A member 
of the firm of Wadsworth and 
Olmstead, Syracuse, N. Y., he 
has been in the insurance busi- 
ness there for over a quarter of 
a century and has been very 
active in Federation work. 


The Insurance Federation of 
America draws support from life, 
fire and casualty interests and 
includes agency and company 
men on its rolls. During the past 
year the Federation has been, 
financially, under the wing of 
the Association of Casualty and 
Surety Executives. The purpose 
of *4< organization is to guard 
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against the ever present menace 
of paternalism—the encroach- 
ment of government on the 
private institution of insurance. 















National Life Insurance Company of the U. S. of A. 
A. M. Johnson, Chairman of the Board 

















An Important Conclusion At An Important Time 


Life Underwriters tackling their jobs today with sustained effort and enthusiasm are 
securing results. Experience has brought them to the conclusion that Home Office 
cooperation now more than ever before is of primary importance to the field man. 


National Life of the U. S. of A. representatives receive practical assistance resulting 
in increased earning power. They have: 
New Guaranteed Low Cost Policy Contracts including Term Expectancy and Modified Life. 


A ccident and Health in combination with Life. 


T otal and Permanent Disability Benefit including monthly income disability and waiver of 
premium. 


I nterest payments (excess) on income settlements and funds left on deposit. 
Operating plans including Direct Mail circularization. 

IN on-Medical. 
A wards for special campaigns and sales contests. 


Licads to live prospects. 


Liberal compensation. 
| nsurance on Juvenile lives. 
F ica supervision and training. 


Elimination of policy restrictions. 


Up-to-the-minute underwriting service including sub-standard. 
Sates Preparation Course. 
A avantage of Convention Trips and Company Clubs. 


Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
of the UNITED STATES OF AMERICA 


ROBERT D. LAY WALTER E. WEBB 
President Executive Vice-President 


29 SOUTH LA SALLE STREET, CHICAGO 
A Fine OLD COMPANY for Ambitious YOUNG Men 
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This Week: 


@ Careful selection wins an agent the con- 
gratulations of the home office but is it worth 
anything in dollars and cents? William H. 
Rodda contends that it pays real dividends. 
(See page 8). 


@ If time hangs heavy on your hands, spend 
it in constructive reflection, not in brooding. 
William M. Goodwin is one fire and casualty 
agent who has been taking stock of 1931. 
He’s learned some valuable lessons, he says. 
Check up on his experience. (Page 12). 


@ Our reporter followed the proceedings of 
the Association of Life Insurance Presidents 
for ten solid hours in order to write a nut- 
shell account that a busy man like yourself 
could read in ten minutes. Get your flash 
picture on pages 4 and 5. 


@ A publisher's announcement of interest 
and importance to our readers on page 10. 


Next Week: 


@ The story of an agent who made up his 
mind that a campaign to increase life insur- 
ance consciousness in his territory would ben- 
efit all life underwriters operating there and 
would increase his own prospect list. Just 
the kind of “fellow-agent experience” you like 
to read about. ' 


@ For executives: A compilation of salary 
costs in the home offices of seven life insur- 
ance companies and a few interesting conclu- 
sions drawn therefrom. 





TO ARTHUR L. J. SMITH 


RTHUR L. J. SMITH came to THE SPECTATOR as a young man 
with the vision and ambition of youth. He leaves it in the 
twilight of his life after fifty-four years of service. When he 

cast his future with THE SPECTATOR, a young but virile paper, the 
insurance business was a minor factor in the world of industry and 
commerce. People did not comprehend what insurance could do. 
It was operated and regulated disjointedly with a confusion of 
variant prophets leading it along diverse paths. After more than a 
half century spent in a whole souled devotion to its higher ser- 
vice, Mr. Smith retires from THE Spectator proud of the fact that 
the insurance business stands forth a coordinated and cooperating 
giant among the industries of America. Its intrinsic worth has 
been established throughout the length and breadth of the land. 
Wise guidance has brought to insurance companies a solvency 
unequalled in the world of finance. Companies are cooperating 
with agents in spreading the gospel of protection. Carefully 
planned legislation guarantees this solvency. Scientific methods 
of rate making backed by adequate reserve requirements assure 
equitable returns to policyholders to the end that insurance is a 
beacon light in an otherwise economic stricken country. 

It is a matter of pride to THE SPECTATOR that during 
the formative period of the life, fire and casualty insurance busi- 
ness in the United States, Mr. Smith through its columns, was 
foremost in advocating those sound principles which have enabled 
this great business to becomet such a recognized force for good. 
Early in his insurance journalistic career, he envisioned the limit- 
less future which constructive policies would bring to the busi- 
ness whose cause he had espoused. Throughout his connection 
with THE Spectator, his was a dominant voice in those councils 
dedicated to the improving of practice and conditions in the busi- 
ness. A clear thinker with unerring judgment, his influence was 
recognized by the leaders and his advice freely asked and readily 
given. When in some distant day the story of insurance in Amer- 
ica is written, it is sure to contain a record of commanding person- 
alities who, imbued with the highest ideals of insurance, fought with 
an ardent fervor for the introduction of measures destined to raise 
to the heights of stability and favor the great business of insur- 
ance. As a pioneer in every movement to make the progress of in- 
surance along brighter roads to stabilization and standardization, 
the name of Arthur L. J. Smith will play a conspicuous part in 
this history. It is with the greatest regret 
that his fellow officers and employees voice 
the sentiment of the insurance world and 
say, “Well done thou good and faithful ser- , id , ob. 


vant” and “happy days.” 
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Frederick H. Ecker, 
President, 
Metropolitan Life 


Thomas A. Buckner, 


New York Life 


President, 


William A. Law, 
President, 
The Penn Mutual Life 





Alfred Hurrell, 
Vice-President, 
Prudential Insurance Co. 


LIFE PRESIDENTS CELEBRATE 
SILVER ANNIVERSARY 


Extol Self Reliance as National Virtue 


éé ATIONAL character will be 
strengthened by emphasis 
upon individual responsibil- 
ity; it -will be weakened by under- 


mining the spirit of self reliance,” de- 
clared Frederick H. Ecker, president of 
the Metropolitan Life Insurance Com- 
pany, in his opening address at the 
Silver Anniversary Convention of the 
Association of Life Insurance Presi- 
dents. This meeting, held at the Hotel 
Astor in New York, Dec. 12 and 13, 
was attended by the executive heads of 
most of the leading companies of the 
United States and Canada. “Progress 
Through Self Reliance—The American 
Plan,” was the theme of the conven- 
tion, a theme elaborated upon by four- 
teen scheduled speakers, six of whom 
the ranks of the 





came from outside 


association. 


Readjustment Inevitable 


The world has not yet reached that 
point of perfection, if indeed we ever 
will reach it, when temporary re- 
adjustment of the economic machine 
will not be necessary, said Mr. Ecker, 
chairman of the convention. And we 
cannot expect to progress except in 


the degree that the individual learns 
to conserve a portion of his earnings 
to guard against the lean years bound 
to occur in the life of every man. 

unemployment insur- 
may 


The 


ance 


dole and 


measures be certain of 


By FRANK ELLINGTON 


strenuous opposition in life insurance 
circles, judging from the consensus of 


opinion expressed at the meeting. 
Henry S. Nollen, president of the 
Equitable Life of Iowa, warned 
against the dangers of the dole. Be 
alert always to avoid confusing the 
principles of insurance with relief 
measures. Alfred Hurrell, vice-presi- 


dent and general counsel for the Pru- 
dential Insurance Company of Amer- 
ica, spoke of the demands of the radi- 
cal minority and said “we do not want 
our temporary disability made total 
and permanent by the adoption of any 
quack cures.” 


Guest Speakers 


Among the speakers invited in from 
other industries to address the con- 
vention were Senator Arthur Capper, 
of Kansas, who spoke a kindly word 
for the farmer and for the administra- 
tion; Bancroft Gherardi, vice-president 
of the American Telephone and Tele- 
graph Company, who told how indus- 
try has progressed through research; 
Robert Gordon Sproul, youthful ap- 
pearing president of the University of 
California, who explained some of the 
intricacies of modern education, a fea- 
ture of which was the maintenance of 
a football team 99 44/100 per cent 
pure and guaranted not to sink; Major 
William Duncan Herridge, envoy ex- 
traordinary and minister plenipotenti- 





ary from Canada to the United States, 
who gave a graphic and optimistic pic- 
ture of the 1931 spirit of progress in 
the Dominion, and finally, Charles F. 
Collisson, the dynamic farm editor of 
the Minneapolis Tribune, a prophet 
from the Great Northwest who 
preaches the doctrine of diversified 
farming or who sings the praises of 
livestock as a money maker to the tune 
of a theme song entitled “The Sow, 
The Cow and The Little Red Hen.” 

The convention was opened by 
George T. Wight, secretary and man- 
ager of the association and chairman 
of the executive committee. He wel- 
comed the membership to the anniver- 
sary meeting and congratulated them 
upon their growth and achievement, a 
growth which he said proved the apt- 
ress of the chosen theme—self reli- 
ance. 


Review of Activity 

Frederick H. Ecker explained the 
organization and work of the associa- 
tion in his opening address and paid 
tribute to three personalities that 
played a big part in the early days 
of its history, Hon. Grover Cleveland, 
first president of the association, Paul 
Morton, its sponsor, and Robert Lynn 
Cox, first manager. He explained the 
lofty ideals and principles practiced 
with growing success throughout the 
twenty-five years of service to policy- 
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holders and members and pointed out 
the splendid record achieved in com- 
batting unreasonable legislation in 
State and nation. 

Mr. Ecker sketched in a statistical out- 
line the growth and development of life 
insurance during the past quarter of a 
century. He said the total unemploy- 
ment relief cost for this winter was 
estimated at $90,000,000, a truly colos- 
sal sum but one dwarfed by that 
greater relief agency, the life insur- 
ance contract. More than twenty-eight 
times that amount, $2,600,000,000, 1s 
paid to beneficiaries by the life insur- 
ance companies of America in a single 
year. Over 54 per cent of the popula- 
tion of the country, he said, is now in- 
sured, with policies calling for $109,- 
000,000,000, held by something over 
68,000,000 people. 


Message from Canada 

Major Herridge brought a message 
of cheer and courageous optimism. “I 
believe in the purpose of this great 
association, at its Silver Anniversary 
Convention, to foster a more robust 
spirit of confidence and optimism by 
discussion and analysis of the basic 
facts of the economic situation in 
North America, many of which have 
been eclipsed by fancies that have no 
place in the philosophy of the business 
man,” declared the speaker. He re- 
ferred to the glorious heritage that is 
Canada’s by virtue of her fearless and 
hard working pioneers but he dis- 
claimed for his country any intention 
of coasting along on the reputation of 
illustrious ancestry. Canadians are 
happy, hard at work and look con- 
fidently forward to real and lasting 
prosperity, averred Major Herridge. 

A bird’s-eye view of life insurance 
over a fifty-year period was pictured 
by Thomas A. Buckner, president of 


DISTRIBUTION OF LIFE INSURANCE INVESTMENTS—BY CLASSES—1906-1931 
(52 United States Legal Reserve Companies) 


December 31, 1906 
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Chart Presented by Wm. A. Law in Discussion of Investment Trends 


the New York Life, and a charter 
member of the association with per- 
sonal association in the business dur- 
ing the entire period of his review. 
Mr. Buckner is the only surviving 
member of the first executive commit- 
tee of the association and it was upon 
his suggestion that former President 
Cleveland was asked to head the or- 
ganization in 1906. Mr. Buckner de- 
scribed the chaotic conditions of the 
post Civil War era and gave statistica! 
comparisons of three milestones in the 
march of life insurance progress: 
1880, 1906, when the companies first 
started working in harmony, and the 
present stage of development. 


Race for Volume 

He referred to the eighties and nine- 
ties when the race for volume by lead- 
ing companies brought the business 
into ill repute and recalled the rather 
gloomy statement of a former insur- 
ance commissioner of New York. Mr. 
Buckner recalled, too, the words of 
Darwin P. Kingsley, chairman of the 


board of the New York Life, who when 
twitted regarding the rivalry of the 
Metropolitan, said: “Rivals. yes, in 
giving service to our clients.” The ad- 
dress was concluded with quotations 
from the statement of former President 
Calvin Coolidge, who said: “Life in- 
surance is as safe as any financial 
institution can be.” “Let us keep it 
” urged Mr. Buckner. 


so, 


Greetings from Allies 


President John M. Laird, of the 
American Life Convention, delivered 
the greetings of the sister organiza- 
tion and keyed his encouraging views 
in tune with the convention theme. In- 
cluded in his brief remarks were a 
couple of laughable stories and a ref- 
erence to disability insurance which he 
said is profitable to no one except the 
printers. 

The Canadian Life Officers Associa- 
tion was represented by G. C. Moore, 
president. The Canadian organization 
is thirteen years the senior of the 

(Continued on page 14) 





Thomas I. Parkinson, 


Archibald A. Welch, 


President, President, 
The Equitable Life Phoenix Mutual Life from Kansas 
Assurance Society Ins. Co. 
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With the Editors 


The American Plan 


HE rewards of self-reliance 

are financial independence for 
the individual, economic stability 
for industry and the Nation, ac- 
cording to the creed of the Associa- 
tion of Life Insurance Presidents, 
an organization which has splen- 
didly exemplified self - reliance 
throughout its twenty-five years of 
service to the institution of life in- 
surance. 

The annual convention of the 
A.L.I.P., held in New York last 
week, gave convincing evidence 
that the same conservative princi- 
ples which have obtained during 
the past quarter of a century will 
continue to guide the conduct of 
the business. The convention 
theme, “Progress Through Self- 
Reliance—The American Plan,” 
promised as much, and the speak- 
ers unanimously backed up the 
slogan. Through adherence to 
such principles the business of life 
insurance today finds itself in the 
strongest position of any industry 
on earth, its progress continuing 
unfalteringly even through the try- 
ing year of 1931 when new busi- 
ness written in the United States 
exceeded the average for the past 
ten years—ten banner years, inci- 


dentally—by nine and a half per 
cent. 

According to estimate by the as- 
sociation statisticians, new busi- 
ness produced during the calendar 
year of 1931 will amount to the im- 
posing total of $16,400,000,000. 
This amount is exceeded only by 
the two abnormally high produc- 
tion years of 1929 and 1930. 


Marine Insurance 


HE marine underwriters have 

not had an especially pleasant 
time during the past few years. 
Unusually keen competition that 
has resulted from the declining of 
values frequently have benefited 
the insured in that he has secured 
coverage at less cost, often, it is 
stated, below the real cost price. 
The disturbance of exchange values 
resulting in the fall of the British 
pound and the temporary abandon- 
ment of the gold standard in that 
country added materially to the 
difficulties. It has been said that 
this in itself took away from the 
marine underwriters the fruits of 
their long endeavors for many 
years past to have vessels placed 
on a proper basis of valuation and 
that as a result they have been 
forced to concede to shipowners a 
substantial reduction, which they 


can ill afford, in hull values so far 
as the premiums are concerned. 

This, undoubtedly is a situation 
that will adjust itself, even if the 
process is slow and painful. Con- 
cerning marine insurance of Ameri- 
can vessels some pessimist has ex- 
pressed the cynical opinion that in 
due time there will be no problem 
since there will be few if any ves- 
sels that are American built. It is 
said that while other great nations 
have increased their merchant ton- 
nage during the past ten years the 
United States on the first of July, 
last had decreased its merchant 
fleet by more than three million 
and a half gross tons from the 
available tonnage as of that date 
in 1931. 


November Fire Record 


HE National Board of Fire 

Underwriters reports that fire 
losses in the United States for 
November amounted to $35,287,- 
641. For November of last year 
the loss was $35,682,577. For the 
first eleven months of 1931 the 
losses have aggregated $411,503,- 
056, approximately $9,400,000 less 
than for the corresponding period 
last year. During the present year 
January showed the greatest loss 
record, $44,090,449. 








As we face the year-end chills 
Of small assets and big bills, 

We can say it with a sigh or with 
That in nineteen thirty-one 


On the trimming that he’s getting. 


If she bops him on the nose, 
He’ll not wail about his woes, 


For he knows the fleeting hours 
Alternate with sun and showers. 


As the tide must ebb and flow 
So must riches come and go: 








(Thank the Lord it’s nearly done) 
We certainly did take it on the chin. 


But the wise man wastes no fretting 


Fortune loves him none the better if he’s sore. 


But just mop it up and wade right in for more. 


Light and darkness, winter’s cold and summer’s heat. 


And the economic cycle can’t be beat. 


A Christmas Garland 


By CLARENCE W. HOBBS 


So we sing no mournful chanteys 

Of a world that’s lost its panties, 

And is running swiftly down perdition’s pitch. 
Dies irae, dies illa, 

Solvet saeclum in favilla 

Is not the tune that pulls us from the ditch. 


a grin, 


And with calm and cheerful mien 

And a faith high and serene, 

Sit in the game and watch Dame Fortune deal, 
Not because it suits the season, 

Nor for any rhyme or reason, 

But because it’s just exactly how we feel. 


So, good friends, we wish you health, 
Joy, prosperity and wealth, 

Lots of happiness, and best of Christmas cheer. 
May you win tomorrows brighter 
And to burdens ever lighter, 
And the best of luck throughout the coming year. 


Rather with a steadfast mind 

Thoughts of gratitude we find 

For the blessings we have had in days gone by. 
And with confidence secure 

That no evil may endure 

We can look our this-year statement in the eye. 











Editorial 
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Time 


On Missouri State Life compromise 
agreement, plan for stock voting trust 
is abandoned. 





Francis V. Keesling of the West 
Coast Life elected president of the 
Association of Life Insurance Counsel 
at annual meeting. 





Mutual Life of New York adopts new 
dividend scale with slightly lower ap- 
propriation for 1932. 





Life Insurance Company of Vir- 
ginia discontinues writing income dis- 
ability. 





Columbia Catholic Life Insurance 
Company, established in Sioux City, 
lowa, on old line, legal reserve basis. 





Fred L. Fisher made advertising man- 
ager of Lincoln National Life, Edgar 
Paul Hermann, publicity consultant. 





insurance Commissioners adopt June 
30, 1931 values for annual statement 
purposes. 





Rossia Insurance Company of Amer- 
ica plans reduction of capital from 
$3,000,000 to $1,500,000, adding the 


difference to surplus. 





Insurance Buyers’ Association being 
formed in San Francisco. 





Cecil F. Shallcross elected president 
of the Eastern Underwriters Associa- 
tion; Ralph B. Ives and J. L. Parsons, 
vice presidents; B. M. Culver, treas- 
urer. 





H. W. Boyd, retires as Chicago 
branch office manager of the Royal. 
George C. Peterson succeeds him. 











Association cf Casualty and Surety 
Executives reduces allotment of Insur- | 
ance Federation to $10,000 for 1932. | 
Move threatens life of ‘Federation 
News” the organization's publication. 





Massachusetts Supreme Court orders 
probe of fake claim ring. 








Washington Mutual Casualty Com- 
pany, writing taxicab insurance in the | 
District of Columbia, liquidates after 
six weeks of actual writing. 





U. S. Branch of the London Gurantee | 
& Accident examined by the New York 
Insurance Department. 





A. L. Clotfelter, senior vice presi- 
dent of the Federal Life & Casualty | 
resigns as of Dec. 31. 





Walter C. North reelected president 
of the Connecticut Association Insur- 
ance Agents. 





New Lloyds organization planned in | 
Chicago with Albert H. Grupe, former- 
ly with the America Fore at its head. | 
Plan $1,000,000 trust fund. 





; Commissioners approve Revised Na- 
tional Board classification of fire | 
hazards. 
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SOUNDINGS 


———By ROBERT WADE SHEEHAN———— 
[Mor depression has been a great bonanza 








for the professors. At the flood tide of 

prosperity they weren’t very heroic fig- 
ures. Most of them were whiling away the 
hours in barren classrooms trying to explain 
the law of diminishing returns to uncompre- 
hending students who were more than faint- 
ly aware that an All-American half-back 
was worth more to Wall Street any day than 
six honor pupils who knew their Taussig 
backwards. Some of the honored doctors, it 
is true, had been lured away from academic 
halls by the tempting spectacle of a living 


| wage and had been put to work compiling im- 


pressive charts which lent a sort of tone to 
their employer’s stock prospectuses, but for 


| the most part they were no more than a deco- 


rative fringe on the pattern of prosperity. 
All that, of course, is changed now. The 
professors are being called in. They are 
writing for the newspapers and talking be- 
They haven’t been 
able to do very much but they can explain 


everything. We mean that in no derisive | 


sense whatsoever. No description of the 
causes and sources of the depression which 
we have heard or read has been any more 
profound or accurate than the simple lesson 
in business cycles we had to learn by rote in 
order to earn, ever sO many years ago, a 


| passing grade in Economics A-1. 


What we should like from the professors 
is a good formula for recovery. The world, 
for that matter, has posted a blind advertise- 


' ment for the return of prosperity, no ques- 


tions asked. Perhaps, if left alone, it will, 
like Bo-Peep’s sheep, come home, dragging 


| its tail behind. 











Japan quit the gold standard Dec. 
13. An order from the finance min- 
ister prohibited the exportation of gold 
from that day. 





A report filed by the New York 
County Republican Advisory Committee 
advocates development by industry of 
a compulsory unemployment insurance 
system under State regulation and en- 
couragement of the five day week 
movement. 





As a result of a “spend while it 
counts” campaign, Rochester, N. Y. 
has experienced record sales to Christ- 
mas shoppers in all lines. 





Sugar producing nations are meet- 
ing in Paris to seek a working accord 
to control the production and sale of 
sugar. 





Argentine, Brazil and Uruguay in 
trade conference designed to free 
these republics from economic pressure 
on their products are endeavoring to 
raise the price of export meat. 





The United States reports that the 
Government will spend, exclusive of 
payments from postal revenues, $4,- 
112,909,950 in the fiscal year 1933. 





Weekly car loadings continued 18 
to 20 per cent below the correspond- 
ing period last year. 





New York stock exchange record 
transactions for the week ending Dec. 
12 of 11,949,294 shares of stocks and 
$70,226,500 in bonds against 14,188- 
420 stock shares and $62,687,700 for 
the corresponding week in 1930. 





Cudahy Packing Company reports 
earning for the year ending Oct. 31 of 
$3.06 a share. 





Stock market shows average prices 
for 25 leading railroads on Dec. 12 of 
28.23, 25 industrials 118.56 and for the 
combined average 73.39. The begin- 
ning of the week showed these aver- 
“ respectively, 32.69, 134.23 and 

46. 





The Independent Petroleum Associ- 
ation resumes a campaign for an oil 
tariff. 





New German emergency decree in- 
cludes 10 per cent cuts on house rents 
and standardized article prices. Re- 
duces wages to Jan. 1, 1927 levels, 
lowers interest rate to 6 per cent, 
cuts physicians fees and provides easier 
terms for health insurance. 





Forty-three chain stores show total 
sales for the first eleven months of 
$3,355,405,194 a decrease of 5.26 per 
cent. 





Spot cotton in New York ranged 
from 6.10c. Dec. 7 to 6.15¢. Dec. 12. 
In Liverpool from 5.28d Dec. 7 to 5.23d 
Dec. 12 and in New Orleans from 


| 6.06 Dec. 7 to 5.99 Dec. 12. 





Building permit values in 250 cities 
reached a total of $57,603,223 accord- 
ing to Bradstreet as compared to a 
total of $113,316,967 for Nov., 1930. 
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CAREFUL SELECTION OF 


by 
WILLIAM H. RODDA 


Sel operation of 
any insurance company requires that risks be 
carefully selected in order to prevent excessive 
losses; but all too often the agent fails to realize 
that his profit also is closely tied up with careful 
selection. It is true that the agent’s income con- 
sists of the commissions paid on premiums writ- 
ten, and the larger the volume of premiums the 
larger the income. Consequently in many cases 
the agent works for volume alone with little re- 
gard for quality, feeling that this will increase 
his income, while the company can look out for it- 
self. But careful selection of risks by the agent 
does more than increase the company’s profits: it 
results in an increased financial profit to the agent 
himself. 

The agent whose loss record is low is in a much 
better position with his companies, in placing 
business, in securing company aid on special risks, 
and in meeting various other emergencies that 
may arise. Occasionally the agent will find it nec- 
essary to place insurance on a line that his com- 
panies ordinarily reject because of a high inher- 
ent hazard, or because of a bad record for the 
class. It may be a case where the agent handles 
the assured’s entire insurance account, and one 
particular part of it is undesirable business, work- 
men’s compensation perhaps—or if it is a laun- 
dry, the fidelity bonds on the drivers. Inability to 
place that one line may mean the loss of the en- 
tire account. The agent whose general loss record 
is good will be able to place the business much 
easier than the agent with a poor record; first, be- 
cause the company will feel more like accommo- 
dating that agent, and second, because the agent’s 
previous record indicates that perhaps a favor- 
able experience can be secured on a class that in 
general is unsatisfactory. The agent’s need for 
company favor again is evident when he is com- 
peting on a special risk which because of size or 
class is hard for the agent to handle alone. Nat- 
urally the special agent or company engineer will 
be sent more quickly to help the agent whose bus- 
iness shows evidence of careful selection. It 
might be added here that where an agency’s loss 
record is bad, in spite of conscientious efforts on 
the part of the agent to select business carefully, 
company representatives will be more than will- 
ing to help ferret out the reason. It may be a 


bad streak of luck, but the chances are that some 
fundamental principle of selection is being ig- 
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nored. Outside help can easily be secured to spot 
the trouble. 

There is one factor that deserves special men- 
tion in connection with an agency’s loss record, 
and that is agency cooperation with the adjuster 
to secure lower losses. All too often the agent 
attempts to get personal advertising by persuad- 
ing the company to overpay a loss. Even in third 
party cases such as workmen’s compensation and 
public liability, the agent tries to make the adjus- 
ter feel that he is offending the assured (who is 
in effect not a party to the settlement) unless a 
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liberal payment is made. By overpaying a claim 
the adjuster is paving the way to increased rates, 
and the agent who favors such overpayments is 
making future trouble for himself in explaining 
away the increase in rates. Rather, it is the 
agent’s duty to see that a fair settlement is made 
all around, and to explain to the assured that his 
interest is best served when losses are low. When 
the assured knows the fundamentals of insurance 
he avoids the agent who has a reputation for se- 
curing overpayments, because he realizes that his 
own interests are not best served in that way. 
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“In many cases,” says Mr. Rodda, “the agent 
works for volume alone with little regard for qual- 
ity, feeling that he will increase his income, while 
the company can look out for itself.” 

But even for the agent whose standard of personal 
conduct is no higher than that, such a course of 
action will work to his own harm, even in respect 
to his income. 

How a careful selection of risks PAYS the agent 
is set forth in this article. Every agent who con- 
siders only volume may well take thought and, if 
he is wise, decide to go and do likewise. 








Of course, where a contingent commission is 
paid based on the agent’s favorable loss expe- 
rience, it is obviously to the agent’s advantage to 
select his business carefully. Perhaps it is unfor- 
tunate that such an arrangement has not been 
worked out for all lines of insurance. 


When an assured has a loss 


it does more than affect the agent’s record—it also 
takes up some of the agent’s time. The assured 
usually reports his loss to the agent, who must in 
turn report it to the company. The wide awake 
agent also finds it desirable to go and see the as- 
sured in order to give him whatever assistance he 
can in settling the loss. In special cases the agent 
is a very necessary factor in bringing assured 
and adjuster together on a working basis. The 
assured is quick to sense any lack of interest on 
the part of the agent, and the agent is compelled 
to take the interest in order to preserve the busi- 
ness. Obviously, all of this service takes up time 
that the agent could spend in production work. 
The agent whose business is carefully selected so 
that the loss frequency is low, finds less of his 
time absorbed in good will work on losses. 
Selection means more than picking the assured 
who is not so apt to have a loss; it means as well 
the selection of good pay risks. In many agencies 
the collection of accounts is kept up just enough 
to keep one jump ahead of the companies’ de- 
mands. This is because of two things: First, 
the agent has not been careful to pick risks whose 
record for settlement is satisfactory, and, second, 
he has not asked people to pay. It is a very hu- 
(Concluded on page 33) 
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EVERAL important changes in 
the official staff of The Spectator 


Company are announced this 
week Arthur L. J. Smith, president 
of The Spectator Company since 1909 
retires and is succeeded in that office 
by Loughton T. Smith, heretofore vice 
president and general manager. 

Other changes include the appoint- 
ment of Thomas J. V. Cullen, editor 
of Tue Spectator, Harry W. Barnard, 
heretofore second vice-president, and 
Fred B. Humphrey, formerly resident 
vice-president at Chicago, as vice-presi- 
dents of The Spectator Company, and 
the election of a new board of direc- 
tors consisting of Loughton T. Smith, 
Thomas J. V. Cullen, E. B. Terhune, 
Wm. LeBrecht and Nelson B. Keyes. 
Victor H. Engl, for twelve years with 
The Spectator Company as _ superin- 
tendent of the printing department 
as office manager, 
secretary-treasurer. 

Loughton T. Smith, the new chief 
executive of The Spectator Company. 
is the son of retiring President A. L. J. 
Smith and has heen general manage) 
of the company for the past two years. 
He came to the company direct from 
college and has been trained in every 
He served his 
apprenticeship in the statistical de- 
partment and was a member of the 
editorial staff. 

Mr. Smith’s chief interests, however, 
have been centered in the sales and 


and later has been 


named assistant 


branch of the business. 


management ends of the business, in 
which departments he has made envi- 
able records. Becoming secretary of 
the company upon the death of John 
F. Bailey some years ago, Mr Smith 
seon exhibited an unusual talent for 
both personal salesmanship and sales 
management and shortly took over the 
direction of this work. In 1929, when 
The Spectator Company become affili- 
ated with the United Business Publish- 
ers, Inc., and considerably expanded its 
scope and services, Mr. Smith was the 
logical choice to share the burdens of 
management with the president. Under 
his direction, the progress of the com- 
pany has been marked. 

Mr. Smith keeps in intimate touch 
with insurance affairs and people. He 
attends all the major insurance con- 
ventions and has a complete grasp of 
what the business wants in the way of 
publishing. Under his vigorous ad- 
ministration THE SPECTATOR and The 
Spectator Company may be expected 
to thrive and prosper and offer an 
ever widening service to the business 
of insurance. 

As editor of THE SPECTATOR and 
chief of the statistical staff of The 
Spectator Company, Thomas J. V. Cul- 
len naturally exerts an important in- 
fiuence on the affairs and policies of 
this organization. His election as vice- 
president and director is a_ logical 
recognition of his ability and service, 
the publishers feel. 


Arthur L. J. Smith 


Retires 


Served Over Half A Century 


With The Spectator Company, 
23 Years As Its President 


Loughton T. Smith Succeeds to Presidency; 


Thomas J.V. Cullen, Harry W. Barnard and 
Fred B. Humphrey Elected Vice-Presidents 


Career of A. L. J. Smith 


Avrthur L. J. Smith, 


who retires this week after more than 
fifty years of continous service with 
The Spectator Company, during twenty- 
three years of which he was president, 
looks back on a truly remarkable busi- 
ness career. Though but a youth of 
seventeen when he he joined The Spec- 
tator Company, Mr. Smith was already 
a full-fledged reporter having handled 
the exacting court beat for the New 
York Sun and the New York World. 
The unquestioned accuracy and _ skill 
at shorthand which this task required 
were attributes which stood him in good 
stead as an insurance journalist. The 
files of THE SPECTATOR contain the re- 
ports of many brilliant extempore 
speeches made in the early days due 
to Mr. Smith’s ability to transcribe 
them word for word much to the envy 
of competing reporters. 

Soon after joining The Spectator 
Company Mr. Smith assumed charge of 
the statistical department, a branch 
of the business which he was eventu- 
ally to reorganize and expand. On THE 
SPECTATOR magazine, originally a 
monthly, Mr. Smith was an associate 
editor up until 1888, when he secured 
his first financial interest in the com- 
pany. He later became business man- 
ager, then successively secretary and 
treasurer. He was elected to the presi- 
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dency of the company in 1909 and was 
the controlling owner and director of 
its affairs up until the purchase of the 
company in 1929 by the United Busi- 
ness Publishers, Inc., of which organ- 
ization Mr. Smith became a director. 

The story of Mr. Smith’s publishing 
career is really the story of the prog- 
ress of The Spectator Company. When 
he joined the paper it was, as stated, 
issued monthly. The number of an- 
anual publications issued under the 
company’s imprint was very limited 
and included the Fire Insurance Policy- 
holders Pocket Index and the Life In- 
surance Policyholders Pocket Index, 
then blanket statistical sheets designed 
to hang on the wall. The Insurance 
Year Book, now a vast service issued 
in three large volumes of several thous- 
and pages was then a paper-covered 
affair of about one hundred pages sell- 
ing for fifty cents a copy. 

Arthur L. J. Smith had the vision 
to see the heights to which the insur- 
ance business would attain and the im- 
portant place which a forward influ- 
ential publishing house would have in 
that march of progress. Largely due 
to his leadership, THE SPECTATOR and 
The Spectator Company was not only 
able to keep in stride with the grow- 
ing business of insurance but was often 
found leading the way to some new 
development essential to the ultimate 
success and esteem of insurance as a 
major institution in this modern world. 

As an editor, Mr. Smith was not 
long in making his influence felt. He 
had a good grasp of newspaper prin- 
ciples and watched closely over every 
line of copy that found its way into 
the columns of THE SPECTATOR. He had 
a very definite conception of the func- 
tions of an insurance journal and the 
policies of THE SPECTATOR were always 
compatible with that ideal. It was his 
belief that an insurance journal should 
vehemently resist all unwarranted en- 
croachments and attacks on insurance 
from outside sources and should be 
equally quick to combat pernicious in- 
fluences that bored from within. THE 
SPECTATOR became a weekly paper in 
which all the insurance news was fully 
covered and in which opinions were 
freely expressed. 

THE SPECTATOR was always conserv- 
ative and never took hasty action but 
when an editorial policy was decided 
on it was carried through fearlessly. 
It may be truthfully said that with 
THE SPECTATOR under Mr. Smith’s di- 
rection, the best interests of insurance 
never lacked a champion. 

In the field of statistical and educa- 
tional literature are to be found some 
of Mr. Smith’s most enduring accom- 
plishments. Mention of the growth of 
the Insurance Year Books from small 
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beginnings to their present great use- 
fulness has already been made. That 
is but one instance. Hundreds of 
books were published under his direc- 
tion and encouragement which became 
a part of the recognized standard 
works on insurance. The first Ameri- 
can text books on life, fire and other 
branches of insurance were published 
by The Spectator Company under his 
direction. Among the numerous Spec 
tator Company publications of which 
he was the designer or original com- 
piler are included the Life Insurance 
Policyholders Pocket Index and the Fire 
Insurance Policyholders Pocket Index 
(in their present form), the Handy 
Chart of Casualty, Surety and Miscel- 
laneous Insurance Companies, the 
Pocket Register of Life Associations, 
The Pocket Register of Accident Insur- 
ance, Fire Insurance Laws, Taxes an:! 
Fees, the Handy Guide to Premium 
Rates, Applications and Policies, The 
Vest Pocket Life Agents Brief and th: 
Compendium of Official Life Insurance 
Reports. 

One of Mr. Smith’s ambitions was t« 
make THE SPECTATOR organization 
international in scope. That he suc- 
ceeded is evidenced by the fact that 
THE SPECTATOR has subscribers in every 
quarter of the globe and its publica- 
tions are shipped all over the world. 
Mr. Smith also personally effected the 
alliance with Charles & Edwin Layton. 
the well-known British insurance pub- 
lishers and each acting as agent for 
the other have been 
the foremost insurance 
publishing 
the English - speaking 
world. 

Recognition of Mr. 
Smith’s knowledge of 
insurance, its princi- 
ples, history and possi- 
bilities is to be found 
in the selection of him 
to act as insurance ed- 
itor for the Standard 
Dictionary, and to write 
for several years the 
American insurance ar- 
ticle for the Encyclo- 
pedia Brittanica. 

Arthur L. J. Smith’s 
record of service to the 
insurance world for 
over half a_ century 
speaks for itself. Only 
those who have been 
closely associated with 
him know how un- 
swervingly he has held 
to that ideal. He never 
permitted any compro- 
mise with his duty as 
he saw it and never al- 
lowed any other activ- 


houses of 





il 


ity to interfere with its performance. 
He demanded diligence and ability in 
his co-workers, but always set the 
example himself. No one ever worked 
quite so hard as the chief on THE 
SPECTATOR. As a handler of men, 
it is noteworthy that his chief subor- 
dinates were invariably men whom he 
had chosen when they were young and 
untried, who developed under his di- 
rection, and who rarely sought employ- 
ment elsewhere. The executives of 
The Spectator Company have always 
been men who have come up through 
the ranks during long service. 

Those friends and associates of Mr. 
Smith, aware of his unremitting busi- 
ness activity, have often remarked on 
his unusual vitality and energy, par- 
ticularly when they have observed him 
engaged in his favorite sports of hunt- 
ing and swimming, pastimes in which 
he customarily sets a pace too fast for 
men many years his junior to follow. 
In this connection it is a remarkable 
circumstance in the genealogy of his 
family that his grandfather, William 
Loughton Smith, who was a member 
of the first five Congresses of the 
United States, was born in 1750; his 
father, William Wragg Smith, a lin- 
guist, botanist and entomologist of 
Wragg Barony, South Carolina, was 
born in 1808; and when Mr. Smith’s 
son, Loughton T. Smith, reaches the 
age of fifty-six, in 1950, the four gen- 
erations will have spanned two full 
centuries of life. 





Loughton T. Smith 








12 


Taking Stock 


By WILLIAM M. GOODWIN 


An inventory shows the local agent in a better relative 
position than the majority of business men. 
of us the depression has been a blessing in disguise by 
improving our methods, eliminating waste and teaching 
us to look for profits and rewards as insurance men, 
not as Napoleons of finance. 


NOTHER year draws to a close 
A and “stock taking” time is here 

again. What of the high hopes of 
twelve months ago, the plans that have 
matured and those that went awry, the 
unexpected triumphs and adversities, 
opportunities lost and gained, friend- 
ships made, sustained and disrupted? 
The wise insurance agent takes the 
time to go off by himself at least once 
a year and reflect upon these matters, 
for they constitute the sinews of his 
business. Too many insurance agents 
drift along from year to year without 
any definite plans or ambitions and 
wonder why they do not progress. 
Carefully developed plans are of the 
most importance to the modern busi- 
nessman, but the mere planning is not 
everything. He must not only plan 
his work but he must work his plans. 


Compared to Others 


During the past two years of world 
wide depression the average insurance 
agent has found himself in an enviable 
position in comparison with the major- 
ity of other business men, especially 
those engaged in marketing luxuries 
or non-essentials. It has been definite- 
ly proven that insurance is an absolute 
necessity and that the American busi- 
nessman is thoroughly convinced of the 
integrity of its institutions, the 
efficiency of its operations and the 
desirability of the protection it offers 
his possessions and his dependents. 

Wherever I travel I hear of insur- 
ance agents who are doing an excel- 
lent business considering the times. 
There seems to be less pessimism 
among them than amongst any other 
class of business men. They all com- 
plain of credit problems but when 
haven’t they? That is an age old 


nuisance that is always with us, al- 


To many 


though aggravated by the depression. 
They say that they have to work 
harder and worry more but that is 
relative. Before the depression the 
average insurance agent had a pretty 
soft time of it. Now they are working 
just about as hard as successful men 
in other businesses expect to work at 
all times. 


Thanks to Depression 


We have had one or two small fail- 
ures among the companies, it is true, 
but the record of our business in this 
respect has been remarkably good and 
a very few people have been affected. 
Some insurance agents fell by the way- 
side right and left, but they were 
usually of the type that needed very 
little adversity to give them the final 
push into insolvency. 

Suicides among insurance men have 
been rare and that reflects favorably 
upon the stability of our business and 
the high type of the men in it. 


To most of us the depression has 
been a blessing in disguise, for it has 
made us examine into our methods and 
operations as we have never done be- 
fore. We have been astonished at the 
waste that has crept in in spite of the 
fact that we are expected to operate 
with such a small percentage of in- 
come. We have learned to do much 
more work with greater efficiency and 
at less expense. But of more impor- 
tance than this, we have discarded 
many false ideals and values. We have 
learned that expensive cars, elaborate 
entertaining, long hours devoted to golf 
and other recreations supposed to 
develop contacts are not really neces- 
sary and that we can get along with 
a modest business establishment just 
as well as with an attractive ground 
floor office. We have ceased dreaming 











of being captains of finance and have 
thought more seriously of the possibil- 
ities of our own business and less of 
the stock market or other alluring 
outside ventures. 

If any of my readers have not 
realized these changes, they had better 
do so now or they will be forced to 
make alterations in their methods at 
a time and under conditions that may 
not be so pleasant or advantageous. 
The insurance agent of the future 
must be a business man in every sense 
of the word, realizing that insurance 
is not a business apart but a unit in 
the economic scheme of things. He 
must read and study more and become 
thoroughly familiar with the prin- 
ciples of his business, he must travel 
more so that he will be more tolerant 
in his views and realize the immensity 
of his business and its relationship to 
the world at large, and above all he 
must work harder and more intelli- 
gently in order to make his business 
a success. 


Your Own Back Yard 


It is an insurance agent’s first duty 
to develop his own business in such 
a manner that it will be a credit to 
himself, his family and his community. 
When we designate a city as a “good 
business town” we mean that every 
unit in it is doing its best to take care 
of itself, each performing a_ public 
service in a satisfactory manner, profit- 
able to the owners and to its customers. 

After we have established ourselves 
as a successful, self-supporting and 
valuable unit in our community, we 
can then give thought to the general 
ills of our business and endeavor to 
effect a cure. But our efforts can be 
most effective if we hold ourselves up 
as an example for good ethics, tolerant 
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and diplomatic views and a thorough 
knowledge of our business successfully 
applied in our daily work. 

The companies will undoubtedly be 
driven, through economic conditions to 
take a firmer stand in their relations 
with their agents and this will have 
a very favorable effect upon the 
conditions of the first class, modern 
progressive element. They probably 
will and should demand a certain 
degree of financial stability in their 
agencies and insist upon a reasonable 
volume of premiums and a thorough 
knowledge of the agent’s methods and 
salesmanship and value to the com- 
munity in which he lives. In order to 
demand these reforms they must, of 
course, make very definite plans to 
assist their agents put their houses in 
order. This should lead to the es- 
tablishment of finance companies to 
assist agents with their problems. The 
average agent should not have to 
depend on the banks for extensive 
credit and the companies should realize 
this and do as the automobile industry 
has done and arrange other means to 
assist him. When an agent gets into 
financial difficulties either through his 
own fault or through adverse circum- 
stances the companies should be the 
first to help him in a practical, dignified 
manner. 


Commission Bases 


Another reform that must receive 
their consideration will be the final 
disposition of the commission question. 
In my opinion our present system is 
antiquated and unfair and the only 
way it can be remedied satisfactorily 
is through concerted action upon the 
part of our companies. Compensation 
based upon the quantity of produc- 
tion, loss record and percentage of 
annual increase for the entire agency 
(not for any one company) is in my 
mind the ideal solution. It would place 
each agency entirely upon its own 
merits and compensate them fairly for 
services performed. And no one com- 
pany therein should be discriminated 
against under this system. 

The coming year should see a closer 
union among the companies and con- 
sequently an increase in cut rate and 
mutual competition, which will be 
bothersome for a while but which will 
decrease in time if the companies stand 
their ground and insist upon improved 
salesmanship on the part of their 
agents. They should aggressively fight 
this kind of competition through adver- 
tising and other means that will 
educate the public, bearing in mind 
that there will always be a certain 
class of buyer that will patronize 
mutual and cut rate insurance and 
that this competition will never be 
completely eliminated. Nor is it desir- 
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able that it should be, from the public’s 
viewpoint. 

The greatest menace facing us dur- 
ing the coming year is adverse legis- 
lation. Last year many radical bills 
introducing government control or 
closer supervision were introduced to 
our State legislatures, some of them 
by narrow minded agents’ associations. 
Pennsylvania was a horrible example 
where a number of such radical bills 
were introduced, admittedly for the 
purpose of annoying the companies 
and of intimidating them. Fortunately 
all of these bills were defeated. 


1932 Legislation 


We will have to watch our legislation 
closer this year than ever for the 
professional politicians are now facing 
the necessity of raising money to 
balance their budgets and insurance 
has always been considered a legit- 
imate prey for the tax specialists. 
Agents will have to take more interest 
in politics than ever this year and act 
for the best interests of the business, 
forgetting their own petty troubles. 

If we honestly “take stock” most of 
us will find that we have much to be 
thankful for. We are in an essential 
business, honorably, efficiently con- 
ducted. We enjoy the confidence of our 
neighbors as no other class of business 
men enjoy it. Our relationship with 
our principals, the companies, are 
satisfactory, although entirely too lax 
and easy going. They place many ser- 
vice facilities at our disposal and too 
few agents take full advantage of 
them. 

Business in 1932 will not improve 
for the agent who has not learned his 
lessons during the past two years. 
But the agent who has cleared the 
decks for action and is giving all of 
his thoughts and efforts to his busi- 
ness, should secure more business in 
1932, although he should not expect 
a drastic increase. 

Let us start this new year right 
by wishing our neighbors a Merry 
Christmas and a Happy Prosperous 
New Year and be sure to ask them 
to give you an opportunity to con- 
tribute to both. 








oe 


This is the month devoted 
largely by accounting de- 
partments of companies to 
the preparation of annual 
statements. Owing to busi- 
ness depression and, as a re- 
sult of slow collection of 
premiums, companies are 
more than usually urgent in 
their requests to agents for 
prompt settlement of out- 
standing accounts. 





























-—-—--— 


UNDER 
PRESSURE 


Steamboilers and other 
vessels which operate 
under pressure should be 
adequately insured. The 
trouble with the average 
insurance man is that he 
only writes such business 
“under pressure’... 
pressure brought about 
by actual inquiries of in- 
terested clients. 


The Employers’ Group 
General Agency or 
Branch Office in your 
territory will be glad to 
assist you on these lines. 


The Employers’ Pioneer 
regularly contains ar- 
ticles concerning boiler 
and machinery _ insur- 
ance. We would be glad 
to place you on the mail- 
ing list, no obligation on 
your part. 


THE 
EMPLOYERS’ 
GROUP 


Practically every kind of Insur- 

ance except Life Insurance, in- 

cluding Fidelity and Surety 
Bonds 


AMERICAN EMPLOYERS’ 
INSURANCE COMPANY 


THE EMPLOYERS’ FIRE 
INSURANCE COMPANY 


THE EMPLOYERS’ LIABILITY 
ASSURANCE CORPORATION, 
LTD. 


110 Milk Street 


Boston, Massachusetts 











13 


























$$$. $ 








14 


Presidents Convention 


(Continued from page 5) 


Presidents’ Association and is a con- 
structive force for progres in the 
Dominion. Mr. Moore commented on 
the intimate association of interest ex- 
isting among all Canadian and United 
States organizations, their 
membership intermingled in 
nearly all cases. 

The work of the National Associa- 
tion of Life Underwriters was ex- 
plained by President Elbert Storer, of 
Indianapolis, in the course of his felici- 
tations to the convention. He particu- 
larly stressed the C. L. U. movement 
and declared that considerable prog- 
ress was being made in having insur- 
ance made a part of the high school 
curricula in many communities. The 


insurance 
being 


membership, he reported, is at the 
highest point in its 42-year history. 

The usual group luncheon, served on 
the convention floor, was featured by 
a parade of servitors bearing a huge 
birthday cake, containing the proper 
number of lighted candles. 


Agency Problems Vital 
The afternoon session of the first 
with a real agency 
Thomas I. Parkin- 
son, president of the Equitable Life 
Asurance Society. He eulogized life 
insurance as a blessing that is made 
available not only to those who seek it 
but also to those who through moral 
negligence fail to appreciate its values. 
It is intensively sold, to the 
citizenry of the country and must con- 
tinue to be so placed. He outlined the 
development of agency effectiveness 
and said the future prosperity of the 
agent and company alike depends upon 
They 


cannot, for one thing, continue to ac- 


day was opened 
angel address by 


sold, 


the activity of the executives. 





Vajor William Duncan 
Herridge, K.C., D.S.O., 
M.C., 
Canadian Minister to 
the United States 


zI 


Canada is equal to the 
present emergency. 
“Of that we are su- 


premely confident,” 
declares Major Her- 
ridge 


“There are mounting 
bank deposits, less un- 
employment, 
sound business in the 
Northwest.”—Chas. F. 
Collisson 


GROWTH OF LIFE INSURANCE INVESTMENTS—BY CLASSES—1906 TO 1931 


(52 United States Legal Reserve Companies) 


U.S. Government Bonds ” waaeeaas 
Canadian Government Bonds p nos ees 
Collateral Loans = nr ee 
Other Foreign Government Bonds paren 
Cash b- ros rod 
State, County and Municipal Bonds pe 
Other Bonds and Stocks om in 


Public Utility Bonds and Stocks sanaataae 
Real Estate onanaans 
Policy Loans and Premium Notes 2 me oe 
Farm Mortgages ' os one pod 
Other Mortgages 5 oa nals 
Railroad Bonds and Stocks aan ae 
Other Admitted Assets Pr Sania 


December 31, 1906 [__] 
December 31,1931 SB 


| 


Inother Chart Presented by Mr. Law 


cept second rate men as representa- 
tives, he declared. Permanence of ser- 
vice is much to be desired. Too few 
men remain sufficiently long in the 
business to absorb the training mad 
available tothem. Pay less attention 
business and more to 
quality was his recommendation for 
future practice. An expansion of in- 
fluence in the field of old age pensions 
and annuities, he believes, will do much 
to solve a pressing social problem of 
the times. Mr. Parkinson emphatically 
scored any suggestion that unemploy- 
ment insurance is a suitable undertak- 
ing for life companies and was roundly 
applauded for his remarks. 


to volume of 


Self-Reliant Citizenry 
“Educating for Self-Reliant Citizen- 
ship” was the ittle of an address by 
Robert Gordon Sproul, president of the 
University of California. Dr. Sproul 


and 





Charles F. Collisson. 
Farm Editor, 
Minneapolis Tribune 





was admirably fitted for the subject, 
having started his busines career as a 
newsboy on the streets of San Fran- 
cisco and later working his way 
through college. The history of Amer- 
ica, he said, is a history of the growth 
and expansion of education. The five 
States of the Union with the highest 
educational development pay their 
workers an average of just twice the 
stipend earned by the citizens of the 
five least educated States, he further 
declared. He deplored the lack of in- 
terest in politics on the part of most 
college graduates. 

The investment trends and _ tradi- 
tions of life insurance formed the topic 
of a searching address by William A. 
Law, president of the Penn Mutual 
Life. Mr. Law showed how expendi- 
tures for Federal Government jumped 
from $6.64 per capita in 1906 to 
$32.96 per capita in 1930, by way of 
emphasizing the changes’ brought 
about during the past quarter of a 
century. Total assets of all legal re- 
States amounted to less than three 
billion dollars in 1906 against ap- 
proximately twenty billions today. He 
showed how railroad securities have 
grown in volume with life investment 
departments but decreased in percent- 
age of the total. 


Increase in Assets 


An encouraging trend in this review 
of the last twenty-five years was the 
statement that the ratio of life insur- 
ance assets to national wealth has in- 
creased from 2.3 per cent to 5.6 per 
cent. Mr. Law explained the spread 
and trends of various forms of invest- 
ments in life insurance, several of 
which are shown in the accompanying 
illustrations, and congratulated the 
convention on the fact that common 
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stocks are shown to be less than six- 
tenths of one per cent of assets with 
fifty-two United States companies. 

English speaking countries of the 
world own 85 per cent of all of the in- 
surance on the books, declared Henry 
S. Nollen, president of the Equitable 
Life of Iowa. He remarked on the 
fact that life insurance in the United 
States has developed faster than in 
England, where it originated in 1720. 
Industrial insurance, too was orig- 
inated in England and is only forty 
years old in America, where it has 
developed into world leadership. Mr. 
Nollen condemned in principle the 
English dole system and urged the 
fullest application of self-reliant in- 
dividualism to the problems of Amer- 
ican business. 


Two Years Behind Us 


Alfred Hurrell, vice-president and 
general counsel of the Prudential In- 
surance Company of America, opened 
the second day’s meeting with an ad- 
dress on Self-Reliance—The Under- 
writer of Democracy. Concerning the 
present unsettled conditions Mr. Hur- 
rell declared that the percentage of 
unemployment in relation to the total 
number of the gainfully employed is 
not sufficiently large to form a serious 
indictment against our present eco- 
nomic system. He did not prophesy as 
to the probable duration of the depres- 
sion but avered “we can at least say, 
we have two years of it behind us.” 

During this two years, he said, we 
have learned through adversity and 
have acquired a humility which will 
stand us in good stead in the years to 
come. As for our treatment of the 
unfortunate, the country will meet the 
crisis as it always has. The law books 
of the land, he declared, are filled with 
statutes designed to afford a square 
deal to the underpriviliged classes. 

Our progress, Mr. Hurrell holds to 
have been an healthy one and he said 
no one would willingly now relinquish 
the mechanical developments of this 
enlightened age. We are permanent 
clients of the economists, he said, and 
our future progress and happiness is 
wrapped up in their achievements. He 
strongly urged a more practical inter- 
est in the politics of the nation. Too 
many are prone to neglect the right of 
franchise and then lament the actions 
of the legislators. 

Whatever may happen though, he 
said in conclusion, life insurance pol- 
icies will continue to be sold one at a 
time and by personal solicitation. 

Senator Capper blamed the late 
World War for our present difficulties 
“Pay day has arrived,” he said and 
we are paying for our past orgy of 
war. Further, we cannot afford an- 
other. The Senator was doubtful 
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“The supreme question 

for us is, whether we 

now have the same 

qualities as our an- 

cestors had.”—Thos. J. 
Tyne 


* * 


In an address on Prog- 
ress Through Re- 
search, Bancroft Gher- 
ardi said: “Where 
there is no vision, the 
people perish.” 








Thomas J. Tyne, 

Vice-President and 

General Counsel, 
The National Life and 
Accident Ins. Co. 


whether or not the debt holiday pro- 
gram would advance very far unless 
European countries cease their race 
for supremacy in armaments. He made 
a characteristic plea for fair dealing 
with the American farmer. Life in- 
surance, he feels, might well solve the 
farm mortgage difficulties. “Do away 
with partizan politics, give the farmer 
a square deal, back up the administra- 
tion and repeal all tax exemption legis- 
lation,” would just about sum up the 
Senator’s prescription for our present 
economic ills. 


Self Supervision 

The growth of the Association of 
Life Presidents has been paralleled by 
a growth of self-supervision, according 
to Charles D. Livingston, president of 
the National Convention of Insurance 
Commissioners. He pointed out the 
great economies made possible through 


Life insurance com- 

panies go farther in 

Self-Supervision than 

is required by the in- 

surance departments, 

said Chas. D. Living- 
ston. 


* + 





Bancroft Gherardi, 
Vice-President, 
American Telephone 
and Telegraph Co. 


uniform blanks and uniform methods 
of procedure. Companies as a rule go 
farther in self-supervision, he said, 
than the departments ever would re- 
quire. They never come even close to 
the legal boundaries. 

Archibald A. Welch, president of the 
Phoenix Mutual Life, gave “A Review 
and Preview by An Actuary Execu- 
tive,’ which contained much interest- 
ing life insurance lore, dated both prior 
to and after the Armstrong investiga- 
tion, his division of all life insurance 
activity. A history of business trends 
during the past twenty-five years, a 
period which brought about the devel- 
opment of group and non-medical in- 
surance was also included in his ad- 
dress. The changed status, for the 
better, of the life agent was marked 
and Mr. Welch also advocated that 
better quality of business supercede 

(Concluded on page 41) 





Hon. Charles D. 
Livingston, President, 
The National Conven- 

tion of Insurance 

Commissioners 


The mass way is not 
the American way, said 
Dr. Sproul. Our edu- 
cational aims rest up- 
on the theory of in- 
dividualism. 





Robert Gordon Sproul, 
L.L.D., President, 
University of Cali- 

fornia 
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HE extemporaneous remarks de- 

livered by speakers at the Life 
President’s Convention before plunging 
into their prepared addresses contrib- 
uted much to the interest of the pro- 
ceedings. A digest of some of this 
material ought to make a good column. 
Of course stories and remarks of a 
light nature always are much funnier 
when you have the delivery and per- 


sonality of the speaker added to them. 
* * * 


ENATOR CAPPER, in common 
S with all other speakers, was good 
naturedly “kidded” by Convention 
Chairman Frederick H. Ecker. In the 
course of his introduction, Mr. Ecker 
told of the young lady who stood in 


the middle of the road and flagged a | 


car in which the Senator was dashing 
madly to keep a speaking appointment, 


all speed laws having been smashed 
en route. “Well, what is it?” the 
Senator inquired with as much pa- 
tience as could be mustered. “Would 


any of you gentlemen like to subscribe 
to Capper’s Weekly?” the girl asked. 
Then, to this and other such anecdotes, 
Senator Capper responded by recalling 
the story of the New York editor who 
wired his Washington correspondent to 
“send all the details—never mind the 
facts.” He also told some good ones 
on the Senate, quoting Will Rogers 
who said the Senate always opens with 
prayer and with an investiga- 
tion. Senator Capper said that even 
the President sometimes becomes 
peeved at the Senate and he had hap- 
pened to be present in the White House 
one morning just after confirmation 
had been withheld on a Presidential 
appointee. That morning brought also 
news of the birth of a son in the 
Hoover family. Looking at the tele- 
gram the President said: “Well, thank 
God, here is one fellow who will not 
have to be confirmed by the United 
States Senate.” 
* * a 

RESIDENT BUCKNER of the 

New York Life was scheduled to 
review fifty years of experience in the 
life insurance’ business. Chairman 
Ecker preceded him on the program 
with an address which contained con- 
siderable material of an_ historical 
nature and upon being presented 
Mr. Buckner referred to the preceding 
address, saying: “I am sure he did 
not get a copy of my address, nor has 
he seen it, but he certainly has read 
a 


closes 


Life Insurance 








a a literal sense 


the term “life underwriter” is a mis- 
nomer as applied to the man who sells 
the policies. The risk is, of course, 
underwritten by the company he rep- 
resents. There is at least one instance 
on record, however, in which the life 
insurance agent was the actual under- 
writer. Thomas I. Parkinson, in his 
AND WHAT'S MORE — 


| PERSONALLY fwores 
va Wy. PoLic cy/ 
Association of Life 


uldress before the : 

Insurance Presidents last week, 
called the story of two agents who 
had no trouble in selling a Western 
rancher on the merits of life insur- 
ance but who were unable to sign him 
up. “Insurance is a fine thing,” he 
agreed, “but how I know your 
company will pay when the money be- 
The agents wrote the 
contract by personally guaranteeing, 
on the back of the policy, the terms 
of the contract. Both agents were 
well known to the prospect, and their 
written endorsement of the paper was 


eood for a $100,000 sale. 





re 


do 


comes due?” 


‘Pie Reds will save 


declares Charles F. 
farm editor of the Minne- 
Tribune, another speaker at 
the Presidents’ Convention. His brief 


our country yet, 
Collisson, 
apolis 








‘QUEEN OF THE NORTIWwesT_ 


was for the Rhode Island Reds, how- 


ever, and not the Russian variety. 
The cow, the sow and the little red 
hen, he maintains, have stabilized 
farm profits in Minnesota. He 


showed how a ten-year plan of diver- 
sified farming, with the three live- 
stock items substituted for overpro- 





OLKS AND 
ACTS 


IN LIFE INSURANCE 









duction of grains, has enriched the 


farmers of that State. 
x * * 


Miss Jane B. Loomis, 


of Granby, Conn., father, 
James Lee Loomis, heads the Connec- 
ticut Mutual Life Insurance Com- 
pany of Hartford, has joined the 
ranks of Life Underwriters, and has 
become affiliated with the Thompson 
&Taintor general agency of the Con- 
necticut Mutual in Hartford 

Miss Loomis, who is taking the 
company’s sales training course to fa- 
miliarize herself with insurance sales- 
manship, is a graduate of Smith Col- 
lege and was prominently identified 


with student activities there. 
* * * 


V ico-President 
W. W. Klingman addressed the 
entire field force of the Equitable 
Life Assurance Society last Friday 
a hook-up of forty-six stations 
the Columbia Broadcasting Sys- 
+HE 
ye 
So 
€2 


whose 


over 
of 





TO 



















ws 
ASO 
R 
[Rog 
tem. Advance information regard- 
ing the broadcast, apprising each of 
the 12,000 Equitable agents the ex- 
act time of the address, was sent by 


mail atid all were able to tune in either 
at their homes or in the many agency 





meetings. This innovation was made 
in connection with the Society’s All 
Producers Week, Dec. 14-19. 

* ok ~ 


Jen Say you are 
a friend of Vice-President Stilwell of 
the Western and Southern Life if the 
Cincinnati police give you an argu- 
ment. The actuarial department of 
that company, under direction of Mr. 
Stilwell, has tendered its services to 
the police department and is putting 
the Police Relief Fund on a sound 
actuarial basis. 
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November Was Best 
Month of the Year 





Life Counsel Association Officers 








Life Insurance Production 
Within Two Per Cent 


of Last Year’s Record 








NEW YORK, Dec. 15.—No- 
vember shows the best record 
this year in a comparison of 
the monthly new life insur- 
ance production with last 
year’s corresponding month- 
ly figures. New life insur- 
ance in November was 1.7 
per cent less than in the 
same month of 1930. No- 
vember was likewise the best 


Francis V. Keesling, 


vice president and general counsel, 





West Coast 


month, relatively, for Indus- | Life, and Harry Cole Bates, assistant general counsel, Metropolitan 
trial and Ordinary insur- | Lije, elected president and secretary-treasurer respectively of the 

- dssociation of Life Insurance Counsel at the annual meeting. Alfred 
ance. The largest percent- Hurrell, vice president and general Counsel for the Prudential, was 


age increase during the year 
in Industrial insurance was 
made in November when this 
class showed a gain of 10.5 








per cent over the same 

month last year. Ordinary 

insurance, in November, Lowell Thomas’ Literary 
showed a decrease of only| Digest broadcast recently 
nine-tenths of one per cent! brought one of the A®=tna 
from the amount for Novem-| Life’s star agents into na- | 
ber, a year ago. The cu-| tional prominence. Mr. 
mulative total of new life| Thomas related the story of 


insurance production for the 
first eleven months of 1931 
was 12.2 per cent less than 
the amount for the corre- 
sponding period in the pre- 
vious year. 


how Henry (Grif) Robbins, 
Philadelphia A®tna-izer, was 
walking down South Penn 
Square when he fell 
manhole, landing on 
head of a workman by the 


These facts are revealed| name of Marsden. In the | 
by a statement forwarded! course of his apology, Mr. | 
today by the Association of | Robbins explained “my 
Life Insurance Presidents to| lamps are dim” and _ then 


the United States Depart- 
ment of Commerce for official 
use. The report aggregates 
the new business records— 
exclusive of revivals, in- 
creases and dividend addi- | 
tions—of 44 member com- | 
panies which have 82 per 
cent of the total volume of | 
life insurance outstanding in 
all United States legal re- 


accident insurance policy. 
It was an interesting inci- 
dent and characteristic 





He is only 31— 
has been self - supporting 
since 9 years of age. He 
worked his way through the 
| Pennsylvania Institute for 


ing career. 





serve life insurance com-/to the University of Penn- 
panies. sylvania and received his de- 
For November, gree there. He entered the 


the total | 


new business of all classes 


(Concluded on page 22) | Harper, tna Life Philadel- 
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the Blind, won a scholarship | 


‘ life insurance business as an | 
written by the 44 companies | agent in the office of W. R. | 


proceeded to sell the man an | 


of | 
this blind A®tna-izer’s amaz- | 


BLIND LIFE AGENT IS 
A LEADING PRODUCER 





in a| 
the | 


elected vice president. 


phia general agent at age 24. 

What he has accomplished 
since then is almost beyond 
belief. He one of the 
f£tna Life’s star salesmen—- 
has qualified for all three of 
their annual conventions for 
qualified A®tna-izers, has ap- 
peared on their annual list 
of Leaders—men who pro- 
duce better than $250,000 of 
paid business annually—for 
the past six years. He is 
earning well over $7,500 an- 


is 


| nually on his sales. 


(Concluded on page 25) 





Disability Change 


The board of directors 
of Peoples Life Insurance 
Company at their last 
regular meeting unani- 
mously adopted a resolu- 
tion discontinuing the is- 
suing of Income Disabili- 
ty as of Dec. 31, 1931. 
Waiver of premium will 
be continued with certain 
changes which include a 
six-month waiting period 
instead of four months. 

















William Jelks Dies 
After Brief Illness 


Founded Protective Life 
In 1907 After Notable 





Career In Public Life 
BIRMINGHAM, ALA., Dee. 
15.—William Dorsey Jelks, 


76, founder and for 20 years 
president of Protective Life 
of Birmingham and former 
governor of Alabama, died 


| suddenly Sunday, Dec. 13, at 


his home in Eufaula, Ala. 
He had been ill for a few 
days but his condition was 


| not considered serious. 


The life of Governor Jelks 
had been interwoven with 
the history of Alabama for 
a half century. As president 
of the State Senate he be- 
came governor in 1901 on the 
death of Governor Samford. 
He was then reelected for a 
term of four years and took 
a leading part in the adop- 
tion of a new constitution 
for the State. 

On leaving the governor’s 
chair in 1907 and after a 
notable career in politics he 
founded Protective Life. 
Under the guidance of Gov- 
ernor Jelks Protective Life 
grew from a company of ap- 
proximately $100,000 in 
assets to one with $3,000,000 
in assets and $30,000,000 in- 
surance in force. In 1927 it 
absorbed the Alabama Na- 
tional Life giving it $7,000,- 
000 in assets and $57,000,000 
in force. At this period Sam 
F. Clabaugh was elected 
president and Governor Jelks 
became chairman of the 
board, a position he held un- 
til his resignation in 1929 on 
account of ill health. Pro- 
tective Life now has assets 
of $8,000,000 and insurance 
in force of approximately 
$70,000,000. The new home 
office building erected in 1928 
is considered a tribute to the 
company’s founder. 

He is survived by his wife 
and two daughters. Funeral 
and burial was in Eufaula. 
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The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MUTUAL LiFe oF NEW YORK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Double Indemnity Benefits. It has many 
practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 





THE MUTUAL LIFE INSURANCE 
COMPANY 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
President 








GEORGE K. SARGENT 
Vice-President and Manager of Agencies 
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General Agent 
Contracts 


Available for 


General Insurance Firms 
in 


Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance | 


Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 











NOW READY 


SECOND EDITION—Revised and Enlarged 


A System and Accounting 
for a Life Insurance 
Company 


By J. Charles Seitz, A. B., F. A. 1. A. 


CONSULTING ACTUARY 


y YHIS book gives a mass of details in con- 
cise manner—both by means of forms and 
by descriptions and explanations. Each 

subject treated is complete in itself, and there is 
avoided the annoying feature of many books of 
practical instruction, which continually break the 
thread of thought by referring the reader to other 
pages. The subjects are grouped under seven 
divisions : 


General Department Policy Department 
Agency Department Accounting Department 
Medical Department Renewal Department 


APPENDIX 


Unification Is the Secret of Success 
A Fundamental Element of this Book 


The system is exceedingly well Adapted to Ex- 
pansion as the Company grows—an Essential 
Feature of any system. 


The hints and suggestions of the book will 
SAVE TIME, LABOR and MONEY. The 
book is a consulting expert always at your com- 
mand for the one initial fee. 

Mr. Seitz is well known as an able and prac- 
tical man in connection with the mathematics and 
accounting of life insurance, and the book here 
described, of which he is author, is a practical 
guide enabling a life insurance company to lay 
out a complete and economical system of keeping 
its accounts and records. Companies having good 
systems in operation may also profit by the use 
of this book, for it is probable that ideas can be 
gleaned from it which would save a company 
vearly many times the cost of the book. 


PRICE, per copy $35 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th Street, NEW YORK, N. Y. 


CHICAGO BOSTON LOS ANGELES NEW ORLEANS 
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Missouri State Life | 


Postpones Selection | 





New President May Be | 


Chosen at Board Meet- | 
ing To Be Held Dec. 21 | 








St. Lous, Mo., Dec. 15.— | 
The Nims, Watts, and Dor- | 
sey-Felss factions of the | 
Missouri State Life Insur- 
ance Company have mutual- 
ly agreed to the extension of 
time to make a selection of 
a new president to succeed 
Hillsman Taylor in January 
before formally tendering 
the position to United States 
District Judge Charles I. 
Dawson of Louisville, Ky. 

Originally a choice was to 
have been made by Dec. 15 
but on that date a new pres- | 
ident had not been named. A 
number of outstanding in- 
surance exeutives are under | 
consideration for the post. 
A selection must be made 
before the early part of next 
week, otherwise Judge Daw- 
son will be asked to accept. 
E. D. Nims, chairman of the 
Missouri State Life Board, 
and Harry S. Tressel, of Chi- 
cago, representing the Dor- 
sey-Felss interest, on Dec. 14 
conferred with Judge Daw- | 
son at Louisville which “4 





taken to indicate that a selec- 
tion from available insurance | 
men is very remote. Judge 

Dawson while not a can-| 
didate for the position is said | 
to have assured Nims and | 
Tressel that if they do not 

find an insurance executive | 
who is suitable within a rea- | 
sonable time he would accept | 


the presidency if offered | 
to him. Failure to agree on 
a new president will not 


affect the compromise agree- 
ment reached by the two fac- 
tions on Dec. 4. The Decem- | 
ber meeting of the Missouri | 
State directors scheduled for | 
Dec. 18 will be continued to | 
Dec. 21 and the new presi- 
dent may be announced by 
that time. The 1932 dividend 
policy of the company may 
also be determined at that | 
meeting. 


Illinois Leader 


The Douglas Park, Chi-| 
cago, office of the Western | 
and Southern Life, under | 


Manager A. Miroff, led all | 


districts in an Illinois and 
Missouri business contest | 
just closed. Gary finished | 


second and Rockford third. 
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| side of the present building. | 


19 





| his work in connection with 
the establishments of life in- 





Home Office Extension | 
The officials of The con., 2: W. Kenney Heads 
Boston Association | 


necticut Mutual Life Insur- Senanee Sree. 


ance Company announce that | j Other nage atte Union 
an extension will be added to | James M. Woodhouse, Union 


their present building. The | | Central, vice-president; Ber- 


addition, estimated to cost | Governor Ely Addresses | natd Z. Nelson, Massachu- 
setts Mutual second vice- 


in the nelgumarneed ef $208, Life Underwriters at | president. Harold P. Cooley 


000, will consist of a wing | : 
added to the north central | Annual Convention | of the New England was 
made chairman of the execu- 

















































Four floors will be built. | tive committee, the other 
Each of these levels will be | BosTon, Dec. 17.—At the | members being, Simon D. 
increased by 3000 sq. ft. |the annual meeting of the | Weiss, Equitable; James V. 
' Boston Life Underwriters | Gridley, Connecticut Gen- 

| Association held at the Hotel | eral; Arthur J. Murphy, 


New Chicago Office Statler here last night Val-| Metropolitan; Henry J. Fitz- 


A new branch office in the | liant W. Kenney, general | patrick, Mutual Life; Neils 
Devon Trust and Savings agent at Boston for the Con-| M. Olsen, John Hancock. 
Bank Building, Clark Street | necticut Mutual Life, was | The speakers’ included 
and Devon Avenue, Chicago, | elected president of the or- | Governor Ely of Massa- 
has been opened by the| ganization. Mr. Kenney is| chusettes and Roger B. Hull 
Western and Southern Life| one of the outstanding fig-| of New York. Major Hull is 
and will be in charge of | ures in life insurance in this! general counsel and manager 
C. L. MeManis, formerly of | section and well known) of the National Association 
Indianapolis. throughout the country for| of Life Underwriters. 











What Of It? 


You can’t make a secret of anything so 
But 


obvious as the economic situation. 
what of it? 


Business men, particularly part- 
ners, need life insurance pro- 
tection as much as they ever did. 


Tell them of the numerous advan- 
tages of business insurance and 
of the almost countless number 
of businesses it has saved. 


Brokers are invited to avail themselves of the 
splendid service offered by Prudential 


Ordinary Agencies. 


i Che Prudential 


THE ’ 
PRUDENTIAL 
was THE 


svmanombes Insurance Companp of America 
4 GIBRALTAR 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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THE 
| December Horoscope 


The Turquoise is the December birth stone 
and it symbolizes success 


Light blue and pink are your lucky colors. 
The Narcissus is the December birth flower. 


Great energy characterizes persons born in 
this month. Their energy makes them im- 
pulsive yet progressive in business. They 
are up-to-date and therefore always in line 
for success. 








for progressive agents... 





Life 
Underwriting 
Efficiency 


by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


The Spirit 
of Life 


Underwriting 
by Walter Claf 


In thfs book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G: n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


| 


Price $1.00 


12 copies, $10; 
25 copies, $20. 


Price $1.00 


12 copies, $10: 


Some of the great men of history born in 12 conten. $20: 


December are Carlisle, Milton, Beethoven, 
Disraeli, |lsaac Newton, Gladstone, Whittier 
and Kipling. 








C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and Pric " 
answers to the June, 1931, » e $1.00 
Degree examination. 12 coptes, $1iv. 





|f you are in the life insurance business but 
not now under contract may we suggest 
that you need the helpfulness of our man- 
agement which is capable of appreciating 
your ability and is in a position to make 
the most of it. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board |. |. SHAMBAUGH, Pres. 
B. M. KIRKE, V.-P. and Field Mgr. W. D. HALLER, Sec’y. 


ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 





| AP TE IOI 


FIRE AND LIFE 


1f. ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47” 2 WALNUT STS. 
PHILADELPHIA 



































a 








| 
| | ESSASARSSiiiitiheseisitisi::icez:2:252:sageeeeeiee:hiiee:geee Fe eeeas ses eeeaa ass eet asi eieeesigigeies=seisiieaiiiigeeesiesie tees teed 
— * - 
A Standing Invitation: 
* 


If the “North British & Mercantile” organiza- 
tion can at any time do anything for anyone in- 
surance-wise, whether a patron of ours or not 
and whether in this country or any other country, 
it will give us much pleasure to be of such service. 


WORLD-WIDE (reece face A PROGRESSIVE 
SURETY and CASUALTY 
COMPANY 




















BALTIMORE NEW YORK 








NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY, Limited 
U. S. Branch: 150 William Street, New York 
C. F. Shallcross, Manager 
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Indianapolis Agents 
Hold Sales Congress 





Five Hundred Attend the 
Second of a Series of 
Winter Meetings 





The second of a series of 
educational sales congresses 
was held Dec. 11 at the 
Claypool Hotel by the In- 
dianapolis Association of 
Life Underwriters. The idea 
of having sales congresses at 
intervals during the winter 
season in lieu of the usual 
luncheon meetings was tried 
for the first time this year 
at the opening of the fall 
season. It clicked marvel- 
ously. J. Perry Meek, of the 
Indianapolis Life Insurance 
Company and president of 
the association, presided at 
the last meeting. 

Those who led the discus- 
sion, which was purely of an 
educational nature, were: 
W. W. Kingman, vice-presi- 
dent of the Equitable Life of 
New York; Barney Pearson 
of Wichita, Kan., who con- 
ducts training courses en- 
titled “The School of Life’; 
Russell Moore of Columbus, 
Ohio, agency supervisor of 
the Midland Mutual Life In- 
surance Company, and 
Charles Wright of Chicago, 
president of the Chicago Un- 
derwriters’ Association. 





Client Addresses Agents 


Proclaiming life insurance 
as the only way by which a 
person can create an estate 
after his death, Abe Schaef- 
er, advertising manager of a 
newspaper at Fort Wayne, 
Ind., told salesmen of the 
Lincoln National Life Insur- 
ance Company “Why I Be- 
lieve in Life Insurance,” at 
a recent luncheon at the 
home office. District Man- 
ager H. T. Cooke presided at 
the meeting. 





Agents Applaud Company’s 
Restriction 


DALLAS, TEX., Dec. 12.—A 
surprisingly enthusiastic re- 
ception has been accorded 
the announcement of _ the 
Southland Life Insurance 
Company to its representa- 
tives that, effective Dec. 1, 
the income disability benefit 
will be discontinued. Vice- 
President and Actuary Paul 


John H. Blackman, Jr., 
Succeeds Father 


The Mutual Life Insur- 
ance Company of New York 
announces that John Hughes 
Blackman’ will relinquish 
managership of the com- 
pany’s Scranton, Pa., agency 
on Dec. 31, 1931, leaving 
service under the company’s 
regular retirement plan, and 
that John Hughes Blackman, 
Jr., his son, has been ap- 
pointed manager to succeed 
him, beginning Jan. 1, 1932. 
Mr. Blackman, Jr., will have 
for territory twenty-one 
counties’ in Pennsylvania 
and two counties in New 
Jersey, and will have head- 
quarters in the company’s 
present office in the Cham- 
ber of Commerce Building in 
Scranton. 


Southwestern Life 
Agents’ Convention 


More Than Four Hundred 
Leading Producers Meet 
at Dallas, Texas 





DALLAS, TEX., Dec. 12.— 
With over 400 of the leading 
producers’ attending, the 
twenty-eighth annual con- 
vention of the Southwest- 
ern Life agents was held 
here this week. Tom Var- 
dell, president of the com- 
pany, and T. L. Bradford, 
chairman of the board, were 
among the speakers at the 
convention. A. B. Goodman 
and J. P. Costello were the 
other officials addressing the 
agents. Prizes of watches 





and sterling silver sets were 








New President of Dallas 
Managers’ Club 


DALLAS, TEX., Dec. 14.— 
O. Sam Cummings, State 
manager for the Kansas 


City Life, has been elected 
president of the Insurance 
Agency Managers Club of 








Dallas. Bob White was 
elected vice-president. 

given winners in various 
contests. 


A luncheon, a bridge tour- 
nament, a banquet and ball 
and a theater party featured 
the entertainment for the 
visiting agents and their 
wives and daughters. 

Reports at the meeting 
show the Southwestern, de- 
spite the depression, had 
maintained an excellent pro- 
duction record for the year. 











V. Montgomery has received 
many letters of comment 
from Southland Life agents. | 
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Entering 
Its 40th Year 


Prompt, efficient, result-getting service to represen- 
tatives and policyholders explains the phenomenal 
growth of the Missouri State Life Insurance Com- 
pany. Nowentering its 40th year, the Company has 
become a nation-wide institution, ranking among the 
leading Old Line, Legal Reserve Life Companies of 
For the live, aggressive Agent, the mul- 
tiple line of Life, Accident and Health, Group and 
Salary Savings offered by this Company is a sure win- 
ner—it provides a contract to fit every life insurance 
need. Progressive Agents like the progressive meth- 


ods of the Missouri State Life. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 
A GOOD COMPANY TO REPRESENT 
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Hearing on Jan. II 


Seek Permanent Injunction | 


to Restrain Edict of 
Michigan Department 





LANSING, MICH., Dec. 12. 
-Hearing on the petition of 
the Security Life of Chicago 


for Security Life | 


General Harbord Becomes 
NYLIC Director 
Major-General James 


Harbord, 


G. | 
chairman of the | 


| board, Radio Corporation of | 


| America, was elected a di- 
rector of the New York Life 
Insurance Company at a 
meeting of the board of di- 
rectors held last week. Gen- 
| eral Harbord fills the vacan- 
|ey created by the death of 


Fleming H. Revell, publish- | 


er, who had been a director 
since 1906. 


to make permanent the tem- | 


porary injunction 


against Commissioner 
Charles D. Livingston to 
prevent him from carrying 
out his order revoking the 
company’s license has been 
set for Jan. 11 in Federal 


district court at Detroit, ac- 
cording to notification just 
received by Paul G. Eger, as- 


sistant attorney general, who | 
has been handling the case | 


for the commissioner. 

The case is an important 
one, not only from’ the 
standpoint of the company, 
whose extensive agency plant 
in Michigan is at stake, but 
from the State’s angle as the 
commissioner’s discretionary 
power is attacked by the 
company. It is contended 
that the present provision of 
the insurance code which al- 
lows the commissioner to re- 
voke a company’s license 
when, in his opinion, it is 
not entitled to public con- 
fidence, is far-reaching 
and becomes unconstitutional 
when it is directed 
a concern in such a way as 
to constitute a deprivation 
of property without due 
process of law. 

The fact that the case has 
been set for January, taking 


too 


it into the new calendar 
year, is considered signifi- 
cant in that statement of 


condition of the company as 
of Dec. 31, 1931, should be 
available for offering in evi- 


dence, if necessary. 





November Production 
17) 


against 


(Concluded from page 


was $846,617.000 
$861,047,000 during Novem- 
ber of 1930—a decrease of 
1.7 per cent. New Ordinary 
insurance amounted to $587,- 
678,000 against $593,270,000 

a decrease of 9/10 of one 
per cent. Industrial 
ance amounted to $230,344,- 
000 against $208,.482,000—an 
increase of 10.5 per cent. 
Group insurance was $28,- 
595,000 against $59,295,000— 


a decrease of 51.8 per cent. | | 


Life Insurance 


against | 


insur- | 


issued | 


Will and Courage 


'Riehle Tells Underwriters to 
Cultivate Proper Mental 
Attitude 


BIRMINGHAM, ALA., Dec. 
| 15.—Mental attitude is more 
important than mental ca- 
pacity in selling life insur- 
|}ance declared Theodore M. 


the Main Factors 


| Riehle, vice-president of the | 
| National Association of Life | 


Underwriters in 
the local 
crowded meeting 
Willingness to 
courage are about 85 per 
cent of the battle and an 
|agent equipped with these 
| two qualities will bring in 
| more applications than any 
“curbstone actuary,” he 
| stated. 

Too little attention is 
| given in Mr. Riehle’s opinion 
| to the matter of prospecting. 


work 


addressing | 
association at a/| 
Monday. | 
and | 


| holders. He said the goal of 


As chairman of the program | 


committee for the next na- 
| tional convention at San 
Francisco he proposes to see 


| that a major portion of the | 


discussion bears on this sub- 
| ject. He attributed his suc- 
cess as a personal producer 
in New York City for the 
Equitable to his work among 
and through satisfied policy 














Organized 
Operating 


The Guardian Fieldman is equipped with 
organized visual presentations of proved 
selling power to satisfy the demands of 
today’s life insurance estate builders. 


The $l-a-Week Plan, the Family Income 
Presentation, the Estate Digest, and the Spe- 
cial Income Annuity Presentation are only 
a few features of the tangible cooperation 
between the Guardian Home Office and 
the Field. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 
INSURANCE COMPANY of AMERICA 
50 UNION SQUARE NEW YORK 




















every agent should be to ob- 


Promoted by Bankers Life 
W. E. Smock, for nearly a 


tain at least 50 satisfied her Benge 
policy holders. He figured quarter of a century agency 
|out that 93 per cent of his “real for the Bankers 
| business is through this Life Company in central 
uaitiies Iowa, will _ become general 
: ‘ ; field supervisor of the Bank- 
As to the first interview | ers Life. His territory of 
Mr. Riehle suggested a MINI") thirteen counties in central 
mum of conversation and a and northwest Iowa has been 
maximum of action. To that consolidated with the com- 
)end he in his own work sug- pany’s home office agency. 
gests a medical examination . 
as the first procedure. He N her | 
urges agents to have an idea ovemser tncresse 
to prevent and he considers November production of 
the savings, disability, emer-| the Lamar Life Insurance 
gency fund and annuity fea- | Company was almost 29 per 


tures of insurance the best 
for solicitation purposes. 


cent more than that written 
the same month last year. 

















Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. 


Address 


EXCLUSIVE 


care of THE SPECTATOR 
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Barry Testimonial 


Attended by 700 





| 
Brilliant Tribute to Retiring | 
Vice President of Met- | 


ropolitan Life | 





When the insurance clan 
gathers to do honor to a 
“prince of good fellows” 
nothing but superlatives can 
describe the occasion. Insur- 
ance people will long remem- 
ber the splendid dinner given 
last Wednesday evening in 
the beautiful ballroom of the 
new Waldorf-Astoria Hotel 
to James Victor Barry, one- 
time newspaperman, ex-com- 
missioner of insurance in 
Michigan, and a retiring vice- 
president of the Metropolitan 
Life Insurance Company. 

The affair was a diamond 
in a week studded with im- 
portant insurance affairs, and 
more than 700 of Mr. Barry’s 
friends in the insurance world 
were present to do him honor. 
Dozens of telegrams from al! 
over the country spoke for | 
those who were unable to be 
present. 

Alfred Hurrell, vice-presi- 
dent and general counsel of 
the Prudential, presided as} 
toastmaster, and introduced 
the other speakers in a witty 
and entertaining fashion. 

Charles D. Livingston of 
Michigan described the work 
that Mr. Barry had done 
while he was insurance com- 
missioner in Michigan and 
added to the tributes which 
Mr. Barry received. 

Cecil F. Shallcross, United 
States manager of the North 





British & Mercantile, told of | 


the high regard in which che 
fire insurance fraternity held 
Mr. Barry. 

“The only real grudge the 
fire insurance companies owe 
the life companies, particu- 
larly the Metropolitan, is 
that Mr. Barry decided to go 
with them and not to throw 
in his lot with us,” he said. 

Frederick Richardson, 
United States manager of the 
General Accident, made a 
clever talk partly in rhyme 
and quoted some original 
verses alluding to Mr. Barry 
and his associates. 

Edward M. Allen, president 
of the National Surety Com- 
pany, remarked that “there 
is no better time in the world 
to retire than right now.” 
His talk was brief and witty. 

Following Mr. Allen, Fred- 
erick H. Ecker, president of | 
the Metropolitan Life, was in- | 
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James V. Barry 


troduced and added to the 
praises. “This great outpour- 
ing tonight,” he said, “is just 
a sample batch of the in- 
numerable friendships Mr. 
Barry has in all parts of the 
continent. He will always be 


a member of the Metropolitan 
| family.” 


Col. Joseph Button, presi- 
dent of the Union Life of 
Richmond, declared that Mr. 
Barry fulfilled all of the three 
Shakespearean qualities of 
greatness,—that he had been 
born great of heart, achieved 
greatness and had greatness 
thrust upon him. 
many stories of their mutual 


experiences as insurance com- | 


missioners. 


To the several tributes 


made to him, Mr. Barry an- | 


swered with his usual skill 
and poise. He thanked the 
speakers for their eloquence 
and told of the joy of making 
friendships. 
in life I have found a com- 
rade on whom I could lean,” 
he said. He spoke briefly, 
and ended his remarks with 
poems written in tribute to 
friendship. 


Riehle on Speaking Tour of 
South 


Theodore Martin 
vice-president of the Nation- 
al Association of Life Under- 
writers, left New York on 
Dec. 10 to address Life Un- 
derwriters’ Associations in 
Richmond, Charlotte, At- 
lanta, Birmingham, New 
Orleans, Baton Rouge, Mem- 
phis, Jackson, Nashville, 
Cincinnati and 
Mr. Riehle will be gone eight 
days, in which time he will 
address two 


in the evening. Both train 
and plane will be used. 


He told} 


“At every turn | 


tiehle, | 


Columbus. | 


associations 
daily, one at noon and one | 


| A LEGION OF FRIENDS | Claude Sullivan Made 


Union Central Manager 





Succeeds Larin Hord at 
Minneapolis, Latter Joins 
New England Mutual 





MINNEAPOLIS, Dec. 14.— 
Following the resignation of 
Lorin Hord, manager for the 
Union Central here, Claude 
M. Sullivan, manager for 
the company at Sioux City, 
Iowa, has been appointed to 
fill the vacancy. 

Mr. Sullivan has_ been 
manager for the Cincinnati 
company in Sioux City for 
the past three years, where 
he has made an outstanding 
record as one of the most 
brilliant of Union Central 
agency executives. In three 
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years’ time he increased the 
agency’s man power three 
times and tripled the pro- 
duction. 

Mr. Hord joined the Union 
Central in 1922. At the time 
of his appointment he was 
representing the Home Life 
of New York here. Mr. Hord, 
following his recent resigna- 
tion, was appointed general 
agent for the New England 
Mutual Life of Boston. 





Leads in November 


Maurice Strauss, the well 
known life manager for 
Lippman and Lowy, which 
firm represents the Fidelity 
Mutual in Newark, N. J., 
has been announced by his 
company as honor man in 
first year cash premium 
settlements for the month of 
November. 


NWNL 


General Agents 


Have Been 


Selected 


With the Greatest 
Care 





NwNL wants for general agents only those men 


cies. 


who have the capacity to build substantial agen- 
It is a company for which large agencies 


can be built as has been proven repeatedly. Can- 
didates for new general agencies are carefully 


selected. No one is appointed to such a position 
of authority and responsibility until he has visited 


the Home Office in Minneapolis. 
Perhaps this explains why NwNL has fewer 


general agencies than any company of its size— 


and more big ones. 


To a remarkably great ex- 


tent NwNL agencies are either big or on their way 


to substantial size. 


A general agency contract 


with this company is a valuable franchise. 


The 
Doorway 





to 
Opportunity 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


O. J. ARNOLD. parsioexr 


STRONG-> Minneapolis.Minn. ~ LIBERAL 
1) OS 9 oe i eT 


A ERS RR 


Life Insurance 








Prominent Agents and 
Brokers 




















Leon Irwin & Co. 


NEW ORLEANS, LA. 


Imeurance Since 1895 


Brokerage Lines Solicited 















150 NASSAU ST. 








Actuarial 














Retablished 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Caleulati 
Examinations 


25 CHURCH STREET 





Cc 1 
Valuations 
NEW YORK 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


5600—Sth Ave.—at 42nd Street 
NEW YORK 


—- 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 


GEORGE B. BUCK 
ACTUARY 


Accountants, Statisticians 


128 North Wells Street, Chicago 


Specializing in Employees’ 
Benefit and Pensien Funds 
NEW YORK 








FRANK M. SPEAKMAN 


Consulting Actuary 





JNO. A. COPELAND 


Consulting Actuary 


Associates 
. Fred E. Swarts, ©. P. A. 
Suite 1027, Candler Bldg. W. L. Clayton 


ATLANTA, GEORGIA E. P. Higgins 


THE BOURSE 


PHILADELPHIA 



































WOODWARD, FONDILLER ana RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


New York 


90 John St. 



































ERSTON L. MARSHALL 


CONSULTING ACTUARY 


301 lowa Building 
DES MOINES, IOWA 


Inspections 











———- 


J. H. O’ROURKE, Jr. 


UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 
PHONES: 






























T. J. McCOMB oacuen Gane. cunamanbate, 
CONSULTING ACTUARY - 
Colcord Bidg. Oklahoma City, Okla. 


Assistant Actuary 














Wanted by Eastern company. State || 

| qualifications; experience; age; 

ALEXANDER C. GOOD j| Present duties and salary. All com- 

munications will be treated as con- 

CONSULTING ACTUARY fidential. 

807 Paul Brown Bldg. 
St. Louis, Mo. 


and 800 Securities Bidg., Kaneas City, Me. 


BOX 15 
c/o THE SPECTATOR 





























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephone State 7298 
CHICAGO 














JAMES H. WASHBURN, F. A. I. A. 
Censulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Greup, Industrial and Special Classes 
| WORKMEN'S COMPENSATION 
Expert Advice en Domestic, Trepical and 
Semi-Trepical Business 


2004 WEST END AVE., NASHVILLE, TENN. 


























J. Charles Seitz, F. A. I. A. 


Censulting Actuary 
Author “A System and Accounting for a Life 
Insurance Company” 
Attention to 
Legal Reserve, Fraternal and Assessment 
Businees— Pensions. 
228 Nerth La Salle Street, Chicage, Ilineis 
Phone Franklin 6559 


















Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 






Omaha 











































NOW READY 


INSPECTORS will welcome this 
book 

Ss EXAMINERS will find it a great 
help 

UNDERWRITERS can’t afford to 
be without it 





2nd Edition 














As Applied to Fire Insurance 


and Inspecting for 
Fire Insurance Purposes 
by 
C. C. Dominge and W. O. Lincoln 


Authors of Fire Insurance Inspection 
and Underwriting 






Price per copy $2 aS 


THE SPECTATOR COMPANY 


243 W. 39th ST.. NEW YORK FieerPRooF 


THE SPECTATOR 
December 17, 1931 


























RTT Ree 


ners 











Conn. Mutual Plans 
Change in Disability | 
Summary of New Rules Re- 
stricting Liability to Be 
Adopted Jan. | 


President James Lee 
Loomis of The 
Mutual Life Insurance Com- 
pany has announced changes 
concerning disability and 
double indemnity provisions 
to be adopted Jan. 1, 1932. 
The more important changes 
are as follows: 

Waiver of Premium—The 
waiting period is six instead 
of four months. The cover- 
age will extend to disability 
occurring before age 60 on 
male lives and age 55 on 
female lives. Waiver of 
premium disability benefits 
will be granted to single | 
women, but at a higher pre- | 
mium rate. 

Disability Income 
Income Disability Provision 
will be granted to male lives 





. . } 
Connecticut 








The | 


only, between actual attained | 


The 


six 


ages 15% and 50's. 
waiting period will be 
months instead of four. 
The amount of income will 
be $5 per $1,000 of insurance 
instead of $10 per $1,000 
and income will cease at 
maturity of endowments. 
The coverage will extend to 
disability occurring before 
age 55. The maximum limit 
will be $25,000 of insurance. 
giving an income benefit of 
$125 per month. 

Double Indemnity — The 
Double Indemnity agreement 
will give coverage to age 65 | 
instead of 70, in other re-| 
spects remaining as at pres- | 
ent. 





Blind Agent Is Leading | 
Producer | 
(Concluded from page 17) 

His interviews are carried | 
on as a normally sighted 
person would conduct them. | 
By means of Braille mark- 
ings he points to figures and 
illustrations as accurately as 
though he sees. Some con- 
ception of what it amounts | 
to, to have acquired this abil- 
ity, is revealed in the fact | 
that he has translated every 
item of the company’s sales | 
literature — including the | 
staggering task of translat- | 
ing the rate book into 
Braille. | 
He admits that many of | 
his sales are made because 
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Home Life Leader in 
Business Seven Weeks 


Leonard L. Rothstein 
of the Harry Jacoby 
Agency in New York 
City of the Home Life 


Insurance Company of 
New York, was the leader 
in the eight week Rain- 
bow Contest just con- 
cluded by the Home Life 
Agency Association. Mr. 
Rothstein, who has been 
with the company and in 
the life insurance busi- 
ness for only seven weeks, 
wrote over $500,000 of 
new business in this peri- 
od and has already paid 
for over $250,000 of that 
amount. He also com- 
pleted full qualification 
for the company’s 1932 
‘President’s Club in this 
period. Mr. Rothstein was 
formerly vice-president of 
two banks in New York 
City. 











prospects are curious to see 
him read, write, and conduct 
an interview. Lest this give 
the idea, however, that his 
sales are superficial! — his 
rating with the company is 


one of the highest as to in- | 
of needs | 


telligent analysis 
and accurate application of 
suitable coverage. He is one 
of the Actna’s best informed 
underwriters. 





Joins Lamar Life 
Appointment of 
Gwaltney, Jr., as_ district 
agency manager in Birming- 


ham, Ala., was made by the | 


Lamar Life Insurance Com- 


Guardian Life Shows 
Good November Gain 





Welcome Home Drive for 
Vice-President McLain 
Adds Impetus 





A marked increase in sub- 
mitted, issued and paid-for 
business over November, 
1930, was recorded last 
month by the Guardian Life 
Insurance Company of Amer- | 
ica. The paid production for | 
the month was 16 per cent 
above the total for Novem- | 
ber, 1930. 











Leslie L. | 
| have been provided for ap- 


The only special effort in | 
the way of a campaign was | 
an informal drive during the 
final week of the month for 
new 
home” greeting to Vice-Pres- 
ident McLain on his return 
to the home office from a 
| belated vacation abroad. This 
acted as a spur to increased 
paid production as well, re- 
| sulting in a good gain for 
the month. All sections of 
| the country shared in the in- 
| crease, sixteen of the twenty 
|leading agencies for’ the 
month surpassing last No- 
vember’s totals. 











Adopts Group Plan 


business as a “welcome | 





| Albert J. Pixley, president 
|of Pixley and Ehlers, own- 
ers of a chain of restaurants 
| in Chicago, announces that | 
$375,000 of group life insur- | 
ance and $455,000 of group 
accident and health insurance 


proximately 350 employees | 
of the organization through 
a contract with The Equita- 
ble Life Assurance Society. | 





Fidelity Life Directors 


At the December meeting 
of the National Fidelity Life 
beard of directors Joseph F. 
Porter and George W. Foster 
were elected directors. 

Mr. Porter is president of 
the Kansas City Power and 
Light Company and Mr. 
Foster is president of the 
George W. Foster Lumber 
Company operating exten- 
sively throughout the Middle 
West. 











In 1931 


Be the Outstand- 
ing Life Insurance 
Man Your 


Community 


in 


Our Service Will 
Help You 


Massachusetts 
Mutual Life 


Insurance Co. 
Springfield 
Massachusetts 


Organized 1851 


More Than Two Billion 
Dollars of Insurance in 
Force 


























The Lincoln National Life Insurance 
Company, Fort Wayne. Indiana. 
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CS omceke / 
by Mag, had Uf 


INETEEN HUNDRED is a long 
N time ago. To be exact and ac- 
curate it is thirty-one years ago. 
other day, while browsing 
Spectator library I came across a book 
I had not before seen, “Memories, by 
Nat H. Jones, an Insurance Man,” 
which The Spectator Company pub- 
lished in 1900. H. T. 
known insurance man was the author. 
W. R. Townley drew the many illus- 
trations which embellish the volume. 


* * * 


DID not write the above for the 

purpose of advertising this delight- 
ful book for it is now out of print, I 
understand, and copies would be diffi- 
cult to secure. I have not read all of 
it but hope to do so. A fact that im- 
pressed me was that while thirty years 
in this age of progress is a long, long 


time, things at the beginning of our | 


The | 
in The | 


Lamey, a well | 





< 














| Dayton, Ohio, 
which has a population of over 
200,000, has had three Christmas 
| Days without a single Christmas 





tree fire, or, if there was such a| 


fire, it was not reported to the 
fire department. The reason for 
this in a large measure, accord- 
| ing to E. Clarke King, Jr., secre- 
| tary-manager of the Safety Coun- 
| cil of Dayton, is because the Safety 


MEN AND 
... MAT TERS 


IN FIRE 





INSURANCE 


elers, of Hartford. Sixty-five 
agents attended the dinner and 
from the home office of the com- 
pany came Vice-President Ber- 
trand A. Page, and Assistant Su- 
| perintendent of Agencies, S. S. 
| May. Mr. Barney has long been 
|a large personal producer in all 
lines and each year he turns in a 
substantial volume of new busi- 
ness to be added to his splendid 
list of renewals. 


Council in cooperation with the | 


30y Scouts, sees to it that every 


x 
* 
& 


Christmas tree sold on the streets | 


present century were not remarkably | 


different from what they are today or, 


at least, the way of looking at them | 


was not very different. 


* * * 


R. JONES, or, better Mr. Lamey, | 


devoted a chapter to legislation. 
This, of course, was before the famous 
investigation of insurance 
made in New York State by the now 
Chief Justice Charles E. Hughes. But 
even then, according to the writer, the 
legislatures were not doing right by 
our Nel. “See,” he cries, “how the 
little mustard seed has grown.” The 
little mustard seed is legislation in the 
form of State supervision. Because of 
this, and that was in 1900, Mr. Jones 
asserts that the manager of fifty years 


ago would have considered it impos- 
sible to transact business under 
present conditions. 

* 


E paints the sad picture and asks 
H “What can we do to remedy it?” 
He answers himself: “Nothing, effec- 
tive. The causes are mental, moral and 
political. We may hope the public has 
reached the crisis of delirium, and may 
change for the better, but we cannot 
with doses of education. All 
the professors of political economy 
could not convince an advocate of re- 
striction that an insurance company 
has a moral right to existence upon any 
terms . . the cure, in any event, will 
not be accomplished during our gen- 
eration. We must adapt ourselves to 
our environments the best we may.” 


cure it 


Fire Insurance 








companies | 


the tag is printed instructions on 
| fire prevention which the buyer 
of the tree can hardly avoid read- 
ing. Mr. King writes an inter- 
esting article on “Making Christ- 
| mas Safe for Saints” in the De- 
cember issue of the 
Home. He says that last year the 
red tag was attached to 20,000 
Christmas trees. School children 
to the number of 40,000 were given 


similar instruction which they 
were urged to take home with 
them for the benefit of their 


parents. The results in Dayton 
show that the tree tag idea might 
well be employed everywhere at 
this season of the year. 


* * * 


‘Thity-tive years 
is a long time in Maine, and any- 
where else, for that matter. 
George M. Barney, of Portland, 
was recently given a dinner by 
his associates in honor of the fact 


that he had completed 35 years | 
as a representative of the Trav- | 


of Dayton, or in stores or else- | 


where, has on it fire-red tag. On| 


American | 


A record of even 
longer service is that of Fred C. 
Church of Lowell, Mass. He has 
transacted business for the Hart- 
ford Fire Insurance Company for 

fifty years and he has been 
awarded a gold Tiffany medal by 
the Hartford Fire in recognition 
of his half century of service. 

The Church agency goes back 
more than fifty years, for Mr. 
Church’s father, Henry C. 
Church, founded it in 1865. In 
1881, Mr. Church went into part- 
nership with his father, who died 
in 1899. From that time until 

January, 1923, he was the sole 

owner of the agency, but by then 


TRE 
HARTFORD 





he had a son of his own, Fred C. 
Church, Jr., old enough to share 
the responsibilities and so the son 
was admitted to partnership. 
The Hartford Agent, in a recent 
issue, acting as spokesman for 
the entire Hartford organization, 
conveyed congratulations and best 


| wishes to Mr. Church in recogni- 


tion of his many and fruitful 


years of service. 
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MARINE—TRANSPORTATION—ALLIED 


U.S. Supreme Court| |Ilinois Legislature Plans 
Remands Case | 


Increased Insurance Taxes 


Affirms Temporary Injunc- 


tion in Oregon License 


Many Bills Have Been Introduced at Present Session | 


Fee Decision 


The United States Su- 
preme Court on Monday 
handed down a_ decision | 


affirming the temporary in- 
junction secured in the Dis- 
trict of Oregon by the North- 
western National Insurance 
Company, of Milwaukee, re- 
straining collection of the 
Oregon license fee of $500 
for additional agents. The 
Supreme Court returned the 


case to the lower court for | 


further consideration. 

The affirmation of the in- 
junction by the Supreme 
Court was in the form of a 
per curiam opinion based on 
precedents. It was made 
clear, without 
further consideration of the 
merits of the case and with- 
out prejudice to the power 


and duty of the District 
Court, as specially consti- 
tute, to inquire and deter- 


mine whether the Court has | 


jurisdiction, both in relation 
to the amount involved in 
the controversy and with re- 
spect to the right 
complainant to maintain the 
suit in equity. 

The Northwestern Na- 
tional has challenged the 
validity of the Oregon sta- 
tute following a rendition of 
a decision by the Oregon 
Supreme Court upholding 
the validity of the regulation 
in the case of an agent ap- 
pointed by a foreign com- 
pany, contending that, on 
the basis of that decision, 
the law is unconstitutional 
as applying only to foreign 
corporations and as being a 
prohibition under the guise 
of regulation, violating the 
constitutional rights of the 
company and those with 
whom it desires to deal. 
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prejudice to | 


of the} 


That Would Add Greatly to the Financial Burdens | 


Already Imposed By the State on Insurance 


CHICAGO, Dec. 15.—Ap- | 
| parently unmindful of the | 
already excessive taxation | 


levied against the insurance 
companies doing business in 
| this State, the Illinois legis- 
|lature is turning to the in- 
surance field as an easy way 
to raise funds to bring the 
State out of its financia! 
muddle. 





Not satisfied with several | 


surance taxes, the 


a measure was filed in the 
tax against the gross amount 
of premiums collected by all 
| insurance carriers of every 
| description. About the only 
exemption in the bill is the 
premiums returned. 

The legislature now is in 
special session in an effort 
to solve the financial 
bles of both Cook County 
and the State. It is hardly 


trou- | 


house to assess a 2 per cent | 


needless to say that in their | 


mad scramble for additional 
revenue to spend and funds 
to pay off obligations in- 
curred during recent years, 
the legislators seek to tap 
every conceivable form of 
revenue. However, it ap- 
pears that insurance is the 
brunt of the tegislative pro- 
posals. 

The tax bill above men- 
tioned would levy a 2 cent 
| tax on the gross amount of 
premiums received during 





the preceding calendar year 
on “all policies, annuity con- 


tracts, renewals, policies sub- | 


sequently canceled, 


ance and reinsurance exe- 


insur- | 


cuted, issued and delivered, 
and all premiums that are 
received during such pre- 


| ceding year on all policies 
| issued and delivered 


in all 
years prior to such pre- 
ceding calendar year wheth- 
er such premiums were in 
the form of money, notes, 
credits or any other substi- 
tute for money.” Thus this 
bill would even tax past due 


bills which would, if passed. | #24 delinquent premiums and 


add considerably to the in- | 
climax | ment of notes. 
was reached last week when 
| ing 


monies received in_ settle- 
affect- 


fol- 


Among other bills 
insurance are the 
lowing: 

Two that would levy a 5 
per cent income tax plus a 


50 cents per $1,000 of valua- | 
tion of property tax upon in- | 


tangible property in lieu of 
the present tax on intangible 
property. One providing for 
a 2 per cent income tax upon 
the income of 
which would include insur- 
ance companies. One requir- 
ing corporations to file year- 
ly complete lists of Illinois 
stockholders together with 
the number of shares held 
by each; another levying a 
tax of 2 cents on each $100 
of face value or fraction 


thereof of stock certificates; | 
fire, | 


and three to permit 
marine and life companies to 
invest in tax anticipation 
warrants. 

The legislature apparent- 
ly is oblivious of the fact 
that the insurance taxes and 
fees now collected by the 
State is in excess of $7,- 
000,000 annually, and that 
less than 4 per cent of this 
sum is used to maintain the 
State Insurance Department. 





corporations | 
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| lowa Fire Bought By 
| Automobile In. Co. 


| 


| Company Will Continue to 
| BeOperatedat Waterloo 
| by Herman Miller 





The Iowa Fire Insurance 
Company of Waterloo, Iowa, 
has been bought by the Auto- 
mobile Insurance Company, 
of Hartford, one of the Aetna 
Life group. It is announced 
that the company will con- 
tinue to be operated from 
Waterloo by its secretary 
and general manager, Her- 
man Miller, with Milo Miller 
as assistant manager. The 
Iowa Fire began business in 
January, 1906. Its statement 
as of Dec. 31, 1930, showed 
its total income for that year 
to have been $155,780. Its 
assets were given as $398,- 
793. The control of the com- 
pany was secured by the In- 
|surance Securities Company, 
|Ine., in January, 1930, and 
in October of that year the 
entire business was reinsured 
in the La Salle Fire of New 
| Orleans, owned by the same 
interest. From that time the 
Iowa Fire’s new _ business 
was reinsured automatically 
'as written. The sale of the 
company to the Aetna is in 
| line with the policy of the 
| Insurance Securities Com- 
| pany, to reduce the number 
| of companies in its fleet. The 
| fire companies in the Aetna 
|group will now number 
| three. 





P. W. Clark Dies 


Percy W. Clark, assistant 
| secretary of the Insurance 
| Company of North America 
| and its affiliated fire insur- 
| ance companies, died last 
| Sunday at his home in St. 
| Davids, Pa., following a 
| short illness. In 1906 Mr. 
| Clark became a special agent 
| of the Insurance Company 
'of North America. 
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“STRENGTH IN DEEDS NOT SIZE” 








LIES 





Photograph Courtesy Chicago Historical Society. 


because of the overwhelming number of the enemy, General Putnam daring of desperation, left 
the road and wheeled his horse while on a gallop ‘down a rocky height and perilous stairs and 


ic= overtaken by pursuing hostile troops in 1779 after he had ordered an American a I 
making a zigzag course to the bottom eluded his pursuers. 


O general of revolutionary days was more daring and 

brave or showed more courage than General Israel 
Putnam. His troops were always loyal and tru-blue be- 
cause of his ability to inspire and lead his men. 


Agents of the Eureka-Security Fire and Marine, that well 
known fire, automobile and windstorm insurance company, 
are also loyal because they are given every individual atten- 
tion to help them succeed. For 68 years this company has 
been noted for the service it gives policyholders and agents. 


The Eureka-Security Fire and Marine 
Insurance Company 


Established 1864 


Cincinnati Underwriters é unity 
UREKA-SEC 
CINCINNATI, OHIO ena Je 


“THE COMPANY THAT KNOWS WHAT TO DO FOR ITS AGENTS AND DOES IT” 
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To Collect Taxes 


From Fraternals 


Alabama Commissioner 
Makes Demand for! Per 


Cent of Gross Premiums 





BIRMINGHAM, ALA., Dec. 
15.—State Superintendent of 
Insurance Charles C. Greer, 
under a recent opinion of 
the office of Atty.-Gen. 
Thomas E. Knight, Jr., has 
made demand upon upward 
of 30 fraternal societies in 
Alabama for premium tax 
on life insurance issued by 
these organizations, for a 
period of five years back, for 
a total amount registered at 
between $90,000 and $95,000. 


The demand has been ac- | 


companied, in each instance, 
by notice that by authority 
of the opinion of the attor- 


ney general, all fraternal 
societies operating in this 
State which are charging 


adequate rates for life in- 
surance will be required to 
pay a tax of one per cent 
on gross premiums less re- 
turn premiums, in accord- 
ance with section 8505 of 
the code of 1923. 

This section of the code 
provides that any fraternal 
benefit society whose policies 
of life insurance are based 
on the adequate rate plan as 
provided by  statute—shall 
pay to the State one per 
cent of all premiums on such 
policies of contracts issued 
to citizens of Alabama. 

Already, it is understood, 
one of the fraternal societies 
concerned, has made remit- 
tance for the full amount 
claimed as due by the State 
Bureau of Insurance as a re- 
sult of the ruling referred to. 





General Brokers’ Association 
Officers 


Arthur Arnow was re- 


elected president of the Gen- | 
|number of automobile acci- 


eral Brokers’ Association of 
the Metropolitan District, 
Inc., of New York, at the an- 
nual meeting held last week. 


Leonard Jacobs was reelected | 


secretary. The complete list 
of officers is now: Arthur Ar- 
now, president; Harry Broad- 
man, Julius Margolias, S. 
Nicoll Schwartz, William J. 
McLaren and George F. Sul- 
livan, vice-presidents; Leon- 
ard Jacobs, secretary; Joseph 
Wank, assistant secretary; 
Abraham Prusoff, treasurer. 
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Galveston Companies Merge 


DALLAS, TEX., Dec. 14.— 
The American Indemnity 
company and the American 
Fire and Marine Insurance 
company, both of Galveston, 
have merged under the name 
of the American Indemnity 
Company. Both companies 
have been under the direc- 
tion of the same executive 
officers since their organiza- 
tions. At the same time it 
is announced the American 
Indemnity will amend its 
charter to write fire and tor- 
nado coverage. J. F. Seins- 
heimer is president of the 
American Indemnity. 





Industrial Fire Reinsures 


The Industrial Fire Insur- 
ance Co., of Akron, Ohio, ex- 
pects to cease writing busi- 
ness for the present, but will 
maintain its corporate e¢x- 
istence. It has reinsured its 
outstanding policies in the 
Globe & Rutgers Fire Insur- 
ance Co., of New York, as of 
Dec. 1. The Industrial Fire 


is one of the Frelinghuysen | 


group. 














New Jersey News and Comment 








During the fiscal year 
ending June 30, 1931, the 
State of New Jersey ex- 
pended $165,153 for preven- 
tion and _ suppression of 
forest fires. 

* ea * 


For the second time the 
Edgewater branch of the 
National Sugar Refinery won 
the silver trophy in the inter- 
plant contest for less-time 


accident prevention. State 
Deputy Commissioner of 
Labor, John Roach, states 


that last year, out of 50,000 

industrial employees in New 

Jersey 11,000 had been in- 

jured, many of them fatally. 
* oe * 


The following “Fair” and 
“Bad” ratings for fire de- 
partment organization and 
management were listed by 
the Tax Survey Commission: 
Fair—Atlantic City, Eliza- 
beth, Hoboken, Jersey City, 
Newark, Trenton and West 


| New York. Bad—Bayonne, 


Fire Insurance as Shock 


Absorbers and Bumpers 


William Quaid, 
vice-president of the South- 
ern Fire Insurance Company, 
in speaking’ recently in 
Bridgeport, Conn., at the an- 
nual meeting of the Connec- 
ticut Association of Insur- 
ance Agents, said that the 
best definition of insurance 
he had seen is not found 
under the word “insurance,” 
but under the word “com- 
modity.” When we consider 
insurance as a commodity, he 
said, and one of these great 
insurance organizations as a 
high-speed, mass production, 
manufacturing concern we 
can compare insurance to a 
bumper and a shock absorber 
and have more confidence in 
the article we are selling. 

Referring to the great 


dents he said that nobody 
today is warranted in run- 
ning a car without bumpers 
in spite of the fact that not 
every car has an accident 
every year and some cars 
never have an accident. In 
the same fashion no one is 
warranted in failing to carry 
fire insurance on his prop- 
erty. 

He added: “Why is it that 
we do not look at the fire pol- 
icy maintained as protection 


executive |} of property the same way 


| that we look to the fire de- 





queues = 


partment, the police depart- 
ment and the water depart- 
ment maintained for protec- 
tion of property? We all pay 
taxes in one form or another 
to support the fire depart- 
ment and the police depart- 
ment. But, notwithstanding 
the fact that we do pay large 
sums for their support, we 
hope that the necessity will 





| 





never arise for our having to | 


personally call on their ser- 
vices. The only difference 


| that I can see between the 


fire and the police depart- 
ments and the insurance pol- 
icy is that the fire depart- 
ment and the police depart- 
ment protect the property 
before and during the fire 
and the insurance policy 
after the fire. I believe that’s 
the way we all ought to look 
at insurance: that we are 
manufacturing and _ selling 
bumpers and shock absorbers 
just as our automobile acces- 
sories friends are and at a 
minimum cost to our buyers 


and to keep it in mind that | 


the very best thing that can 
happen to our customers is, 
never to have to call into use 
the bumper which we have 
sold them.” 


Camden, Irvington, Mont- 
clair, Union City, Perth 
Amboy and Clifton. 

* ~*~ * 
The nucleus of an im- 


proved code fire alarm sys- 
tem is being installed in one 
of the fire houses of Ridge- 
field preparatory to general 
adoption. It is planned to 
make the final and complete 
equipment equal to that of 
any other municipality of its 
size in the State. 

* * * 


In an address before the 
Rotary Club of Fort Lee, 
Motor Vehicle Commissioner 
Harold G. Hoffman stated 
that municipal police fail to 
do all in their power to curb 
motor vehicle law violations 
on the highways. He cited 
several instances which 
showed ignorance or incom- 
petency on the part of police 
authorities. The state police 
of only 200 and the 60 in- 
spectors of the department 
could not be expected to cope 
with the situation while local 
police are in full power to 
enforce the law, he informed 
his auditors. He asserted 
that, so far as the highways 
of New Jersey are concerned, 
they are the best in the coun- 
try and accidents are being 
reduced by their excellent 
construction and relief of 
congestion. He asked for co- 
operation between all inter- 
ested parties. 


Good News from Canada 


The Monetary Times esti- 
mates that fire losses in Can- 
ada for the month of Novem- 
ber totaled 2,307,150, as 
compared with $3,509,975 
for October and with $3,175,- 
075 for November of last year. 
The summary by Provinces 


for last month is as fol- 
lows: 

SG aereeaen $45,000 
British Columbia... ...... 
Manitoba ........ 31,000 
New Brunswick... 95,500 
Nova Scotia ..... 68,500 
SED. gous sh wisie, 605,400 
Prince Edward Is- 

SED saad ae lhe 15,006 
a errrer ere 183,500 
Saskatchewan 263,250 

$1,307,150 
Estimate of unre- 
ported fires 1,000,000 


$2,307,150 
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around the Corner 


HIS is the end of a year dizzy with moratoriums, 
"Tpeta shipments, international conferences and re- 
trenchments. The day's news raises fantastic economic 
questions which never entered our heads before. Mr. 
Average Citizen actually reads the printing on his 
dollar bill, and feels that his ignorance is equalled 
only by the ignorance of financial experts. 


That will all pass soon, for the coming of a New 
Year promises more interesting news. The remedies 
will have been shaken well—and used. The operations 
may have been unsuccessful, but the patients lived! 


Camden, in the meantime, carried more business the 
first half of 1931 than during the same period in 1930. 
The last half of the year looks even beiter. 

The secret is capable agents, working hand-in-glove 
with a capable home office. Camden offers, advertises, 
and explainsa host of necessary coverages, and Camden 
agents close the sales. Neither of them, it appears, 
worries much about the gold reserve. 


Write to Camden. Talk about yourself, your town, 
the business you would like to write. Perhaps Camden 
can show you how to increase your income by paving 
your way for the sale of Inland Marine coverages. 


The Ninetieth Anniversary Year of an Agency Com- 
pany Known for lts Cooperation and Fair Dealing 


<a 


! \ oa”... 
a PARUMATT 


CAMDEN FIRE 





INSURANCE ASSOCIATION 


Camden, N.J. 
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FURS SHOULD BE INSURED 


Furs are now being taken out of storage and new furs are being 
purchased. 
Losses by theft and holdup are on the increase. For a modest 
premium a policy may be procured covering furs against prac- 
tically All Risks which includes Fire, Burglary, Theft, Holdup 
and all transportation hazards. 
he rates are as follows: 

Up to January Ist rate $2.00 per $100. Minimum Premium $8.06 
Rate after January Ist $1.50 per $100. Minimum Premium $5.00 
Premiums on policies issued before January !, 1932 will be 
computed pro rata of the above for each period. 

Don't overlook the small premiums. 
While the commission may be small it may lead to other lines 
of insurance. 


A. F. SHAW & CO., INC. 


Insurance Exchange 75 Maiden Lane 
Chicago, Ill. New “York City 
General Agents—All Risks and Inland Marine Departments 
Saint Paul Fire & Marine Insurance Co. 
Eureka-Security Fire & Marine Ins. Co. 
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Custodial Receiver | 
for Great National | 





Empire Fire Acts to Protest 
Reinsurance With It 





Vice Chancellor Alonzo 
Church, on application of 
Arthur T. Vanderbilt, chair- 
man of the board and counse! 
for the Empire Fire Assur- 
ance Company of New York, 
has appointed C. Wallace 
Vall as custodial receiver for 
the Great National Insur- 
ance Company of Newark 
and has set Dec. 26 as the 
date on which the company 


must show cause why it 
should not be declared in- 
solvent. The receivership is 


asked for in order to proteci 
reinsurance which the Em- 


ire Fire, un - its . 2 ie 
pire Fire der its former | F. Badger, secretary of the 
to the 


management ceded 
National Fidelity Fire, of 
Baltimore, which afterward 
was merged with the Great 
National. The 
Insurance Company, of New- 
ark, now owns the Empire 
Fire and negotiations 
under way to merge it with 
the Great Lakes Insurance 
Company, of Chicago and 
for the Public to take over 
the Great Lakes. Insurance 
Commissioner Dan C. Boney, 


| Southern 
| agents 


Public Fire | 


are | 


| Insurance 
| Forrest 


of North Carolina, and Com- | 


missioner Herbert L. Davis, 
of the District of Columbia, 


have also applied for re- 
ceivers for the Great Na- 
tional. 





The Tornado Came 


St. Louis, Mo., Dec. 15. 
—A proposal to discon- 
tinue $25,000 of tornado 
insurance on the church 
property was _ presented 
to the First Methodist 
Church of Camden, Ark., 
as an economy measure at 
a meeting held on Decem- 
ber 7. After considerable 
discussion the proposal 
was turned down. On De- 
cember 13 a tornado swept 
through Camden, a town 
of 7300 population, and 
wrecked, among _ other 
buildings, the First Meth- 
odist church. Needless to 
say, the Board of Stew- 
ards of the church are 
happy they did not econo- 
mize in their insurance 
protection. 
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News of the Far West 








SAN FRANCIsco, Dec. 14.— | 
California local 
have agreed to the | 
use of the three-fourths 
average clause in farm pol- | 
icies, following a meeting 
last week with representa- 
tives from the Board cf tire | 
Underwriters of the Pacific. 
Northern California agents 
had agreed to substantially 
the same program’ which 
calls for increases in rates 
on certain risks, such a terra 
cotta chimney risks, and oil 
stoves. At the meeting, 
which took place in Los An- 
geles Dec. 10, the Board of 
lire Underwriters was rep- 
resented by A. T. Bailey, 
chairman of the executive 
committee; John C. Dornin, 
chairman of the farm com- 
mittee; B. A. Sifford and H. 


The group also dis- 
the adoption of the | 


Board. 
cussed 
recently approved changes in 
earthquake insurance in San 
Francisco, which 
by the Los Angeles 
agents. 


is desired | 
local 


tk 


Officers of the California 
Association. of Insurance 
Agents are meeting with 
Commissioner EF. 
Mitchell, Friday, 
Dec. 18, to discuss changes 
in the supplementary ap- 


plication for agent’s license 


Oil Burning System 


| 


Permit Changed 


New Rules of N. Y. Rating | 
Organization Conform 
to N. B. F. U. 





The New York Fire In- 


|surance Rating Organization 
| has changed its oil burning 


system permit, to be at-| 
tached to fire insurance poli- | 
cies, to conform with the 
regulations of the National 
Board of Fire Underwriters. | 
The rules previously in force | 


| were in direct conflict with | 


| 


| 
| 


ordinances in a number of | 
villages in the metropolitan | 
territory. In several cases | 
when oil burner installations | 
were made in _ accordance | 
with municipal regulations | 
there was a heavy increase | 


|half of this 


|The change, 
| effective 


| the 


which has been a subject of 
dissatisfaction on the 


some 
part of the agents. The 
|matter featured the recent 


convention of the California 
association and the meeting 
this week is in line with an 


agreement with Commis- 
sioner Mitchell in a _ joint 
effort to prepare a form 


| which will bring out what 
| the agents consider essential 


to determine the fitness of 


the applicant for a license. 
* * * 


With several offices report- 
ing “even with last year” the 
general feeling along the 
insurance rialto of San 
Francisco is that the volume 
of fire and allied premiums 
will show the most drastic 
drop in many years on the 
Pacific Coast, where 
creases have ruled for some 
time. Expenses are “up,” 


|say the company managers 


with losses during the last 
year steadily 
climbing beyond the normal 
mark. The effect of this re- 
cession in business is ap- 
parent throughout the insur- 


ance district as more offices | 
retrenchments in| 


announce 


persennel and activity. As 


far as San Francisco it has | 
the largest insurance unem- | 


ployed population ever known 


in the history of the busi- | 


ness on the Pacific Coast. 


insurance rate. 
which became 
Tuesday, permits 
the installation of two inside 
fuel oil tanks, thus provid- 
ing for larger storage ca- 


in the fire 


| pacity at a moderate cost at 


the standard minimum fire 
insurance rate. Previously 
it was necessary to inclose 
one of the tanks in masonry 
or place it underground. 


| Under the old rules the in- 


surance rate for dwellings 
was 20 cents per hundred, 
increased to 45 cents when 
second tank was _in- 
stalled. The model ordi- 
nance of the Oil Heating In- 


stitute, conforming with the | 


rules of the National Board 
of Fire Underwriters, has 
been taken as a ‘guide in 
framing the uniform munici- 
pal regulations that are now 
in effect in a number of 
cities. 


in- | 


Fears Professionalism 


INDIANAPOLIS, IND., Dec. 
15.—The plan advanced in 
many sections of the 
country by which colleges 
and universities would in- 
sure their football players 
against injury or death, 
will not meet with favor 
of Noble Kiser, head foot- 
ball coach of Purdue Uni- 
versity, whose team ended 
the Big Ten conference 
season in a three-way tie 
fcr first position. 

“Universities take good 
care of players who are 
injured,” he said. “a 
have never heard of a 
case where any university 
player who was ‘injured 
had to pay for his medical 
attention. 

“This year we had 450 
men playing football,” he 
said. “It seems to me 
that the proposed insur- 
ance plan would put the 
brand of professionalism 
on the game.” He dis- 
puted the statement that 
there were more fatalities 
in footba!l than in other 
sports. And he added that 
Purdue had more trouble 
with automobile accidents 
than football injuries. He 
insisted that if insurance 
for football players were 
to come that all other 
athletes in school com- 
petition be given similar 
insurance. 














~ | Becomes Honorary Chairman 
| 


Chase, for 51 
years connected with the 
Hartford Fire Insurance 
Company, cf Hartford, has 
resigned as chairman of the 
board of directors of the 
| Hartford Fire and the Hart- 
|ford Accident & Indemnity 
Company because of _ill- 
|health. In accepting his 
| resignation with regret the 
directors elected Mr. Chase 
to be honorary chairman of 
| the board. An active chair- 
|man will be elected at the 
| annual meeting of the board 
| early next year. Mr. Chase 
| in 1890 was elected secretary 
| of the Hartford Fire and in 
| 1903 vice-president. He suc- 
| ceeded his father as presi- 
dent in 1908, serving until 
his election as chairman of 
the board in 1913, when 
Richard M. Bissell, now pres- 
ident of the Hartford Fire 
and of the Hartford Accident 
& Indemnity Company, suc- 
ceeded him. 


| Charles E. 





Fire Insurance 
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Oppose New Fire 
Rates in Kentucky 





Retiring State Officials Seek 
Injunction to Prevent 
Enforcement 





LOUISVILLE, Ky., Dec. 15. 
—Retiring Kentucky officials, 
who make way for the newly 
elected State officials, on 
Dec. 10, among other things 
reported to the new Gov- 
ernor, Ruby Laffoon, that 
suit would be filed during 
the present week or just as 
soon as the petition could be 
prepared, asking an injunc- 
tion preventing the Ken- 
tucky Actuarial Bureau from 
enforcing new fire insurance 
rates, affecting 10th class 
town business properties. 

Attorney-General J. W. 
Cammack, and his assistant 
M. B. Holafield, in making 
the report regarding the in- 
surance rate matters, con- 
tended that the Actuarial 
Bureau in making these in- 
creases failed to first secure 
permission of the State De- 
partment of Fire Prevention 
and Rates. Previously Mr. 
Cammack had held that the 
filings were fraudulently 
filed, with a deputy of the 
Department of Fire Preven- 
tion and Rates, instead of 
with the head of the depart- 
ment, and that several weeks 
had elapsed prior to the 
matter’s coming to attention 
of the head of the depart- 
ment, or of the State audi- 


tor. Mr. Cammack §$an- 
nounced three weeks ago 
that he would file suit. He 
also charged that the in- 


crease will amount to far 
more than the Actuarial Bu- 
reau has_ indicated. Mr. 
Cammack and other retiring 
officers of the State hold on 
until January. 





Commercial Union Appoint- 


ment 
The Commercial Union 
Assurance Co., Ltd., an- 


nounces the appointment of 
W. E. Bonner as general 





agent to fill the vacancy 
caused by the death of W. | 
Hugh Hunter. Mr. Bonner | 
entered the service of the 
Commercial Union Group at | 
Dallas in 1921 and has fitted | 
himself for his added re- | 
sponsibilities by close appli- | 
cation and intimate associa- | 
tion with the affairs of the | 
Texas Department. 
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Careful Selection of Risks Pays Agents Well 


man trait for assureds to pay 
bills only when they feel that 
it is necessary. 
who goes after his money 
gets it long before the one 
who waits for it to come to 
him. This leads up to the 
fact that it is much more 
profitable to go after the 
money all during the year 
than to leave the collections 
until November and Decem- 
ber, when the companies must 
require that collections be up 
to date. The agent who does 
his collection work all the 
year around finds himself in 
the last two months of the 
year with a clear field 
which to gain new business. 
Everyone else is so busy with 
collections that there is no 
time for solicitation. Thus 
selection of prompt paying 
assureds pays dividends to the 
agent. 
Slow Payers 

There are those who will 
not pay their bills promptly 
even though pushed, and the 
agent may feel tempted to al- 
low them extended credit in 
order to keep the business on 
the books. That is not wise 
—in the first place the pres- 
ence of some slow pay risks 
on the books is going to ruin 
any collection and cancella- 
tion practice that is set up 
to handle the business; and, 
in the second place, the slow 
pay risks are unprofitable 
anyway. Collection and ex- 
tended credit cost money in 
time and interest—they cost 
much more than the agent’s 
commission will permit. The 
assured should be told defi- 
nitely when payment is due 
and urged to make payment 
promptly. All too often the 
agent gives the impression 
that there is no hurry about 
payment. Probably there is 
a bit of the “Timid Soul” in 
all of us, but the gent who is 
timid about asking for money 
is almost surely headed for 
the rocks. Let the assured 
understand that non-payment 
means cancellation and the 
fair minded policy holder will 
pay promptly. 

This factor of slow pay has 
another side to it, in that 
moral hazard is closely tied 
up with slow pay. The cas- 
ualty claim manager for a 


large company in an Eastern | 


city states that if all agents 
would cancel off all the slow 
pay risks on their books, no 
further selection would be 
necessary for the companies 


The creditor | 





in | 





(Concluded from page 9) 


to get a favorable experience. 
He says that irresponsibility 
in one direction almost inva- 
riably goes with irresponsi- 
bility in others. In the 
writer’s own experience, poor 
housekeeping conditions are 


more likely to exist where 
the record for payment is 
poor, and, of course, poor 


housekeeping conditions 
breed a poor fire and accident 
record. Of course, there are 
poor pay risks with good loss 
records, and prompt pay risks 


with bad records; but the 
writer is convinced that in 
|} general the agent’ should 


eliminate the poor pay risk. 

The profitable selection of 
business does not require 
highly specialized knowledge 
on the part of the agent. Cer- 
tain fundamental principles 
can be followed, and the first 
of these requires that the 
agent know as much as pos- 
sible about the assured. It 
has been said that the lower 
part of a man’s face reveals 
his character, especially when 
the lower part of his face is 
opened. In other words, the 
assured will reveal much in 
his conversation, his honesty 
or lack of it, his fairminded- 
ness, his past dealings, are all 
indicated in a few minutes’ 
conversation. Many inspec- 
tors consider a talk with the 
assured far more valuable 
than the actual physical in- 
spection of the premises. The 
agent will find it desirable to 
observe housekeeping condi- 
tions because they go far to- 
ward indicating the fire and 
accident hazards of the risk. 


Credit Reports 


One other factor to be con- 
sidered in selecting risks is 
the use of credit reports. 
They will show whether the 
assured can be expected to 
pay promptly, and they usual- 
ly include the man’s past fire 
record, as well as any special 
circumstances surrounding 
his past business dealings. 
The reports can also show 
the value of stocks on hand 
in cases where the agent can- 
not make an estimate of his 
own, and many a bad fire loss 
has been avoided because in- 
flated values were discovered 
in this way. Many insur- 
ance companies and agents 
do make extensive use of 
credit reports furnished by 
credit organizations, but it is 
a puzzle why the insurance 
interests, with all their elab- 
orate boards, bureaus and as- 





sociations, have not started 
an insurance credit organiza- 
tion. It is almost impossi- 
ble for a person to obtain 
credit at a reputable store if 
his record is not clear with 
other stores, and yet insur- 
ance agents and companies 
go on year after year giving 
away insurance to those un- 
scrupulous persons who se- 
cure coverage from one place 
after another for as long a 
period as that agent will ex- 
tend credit. Properly organ- 
ized credit facilities could 
quickly put an end to this 
free insurance evil by mak- 
ing it impossible for a person 
to secure insurance from any 
agent until past bills had 
been paid. 


Changing Conditions 


This problem of selection 
does not end when the risk is 
placed on the agent’s books. 
Just as business conditions in 
general change, so do condi- 
tions within a corporation or 
other business unit. What 
may have been a perfectly 
satisfactory risk last year 
may be very questionable to- 
day. Changes of personnel, 
obsolescence of building and 
equipment, severe competi- 
tion, or an overload of stock 
may increase the moral haz- 
ard, and attempts to cut 
down expenses may increase 
physical hazards. The agent 
should keep in touch with the 
business on his books. When 
these visits to present assured 
show that conditions are still 
satisfactory, the agent should 
suggest additional coverages 
for the assured to carry. The 
agent’s competitors will do 
the suggesting if he does not, 
and the agent who does keep 
in touch with his assureds not 
only continues the process of 
selection, but protects his re- 
newals and writes additional 
coverages as well. 

Thus proper selection he- 
comes profitable not only for 
the company, but for the 
agent also. By the selection 
process the agent secures a 
good loss record and the good 
will of his companies. Se- 
lection of prompt paying as- 
sureds helps to eliminate the 
irresponsible, and keeps the 
agent’s business on a profita- 
ble basis. Service work on 
present assureds keeps down 
losses and helps the agent to 
write the many profitable side 
lines that help build up a 
sound business. 
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Probe Chicago 
Plate Glass Losses 


Sabotage Held Cause of 
Numerous Breakages in 
Illinois 





CHIcaGo, ILL., Dec. 15.— 
Casualty Underwriters of 
Chicago, through the Cas- 


ualty Insurance Club, the or- 
ganization of company man- 
agers and general agents, is 
planning to take active steps 
to combat a siege of vandal- 
ism and sabotage that is 
being waged against plate 
glass. 

It has been virtually con- 
firmed here that hoodlums, 
seeking to create jobs for 
unemployed glaziers, have 
been cruising the streets at 
night in automobiles have 
been heaving missiles 
through plate glass windows. 
It is uncanny how they pick 
out the insured plates, it was 
explained. 

This malicious’ mischief, 
coupled with a _ recent in- 
crease in setting charges and 
a decrease in the salvage 
rate ordered by the glass 
companies, has_ sent plate 
glass insurance in Chicago 
sky rocketing, so high in fact 
that the underwriters now 
have a loss in this line. 
Plate glass generally is re- 
garded as the one sure profit 





making line for the com- 
panies. 
A thorough investigation 


of the situation is planned 
by a special committee of the 
club. Just what steps will 
be taken are not known as 
yet. 

Reports were current dur- 


| effective Jan. 1, 





ing recent days that the 
glass companies were plan- 
ning another increase in set- 
ting charges and a confer- 
ence was called by the cas- 
ualty men. However, the | 
glass men denied any such 
plan. The quick opposition | 
of the companies is thought | 
to have forestalled any move | 
for an increase. 
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ASK BONDING FUND 
FOR NEW YORK STATE 


ALBANY, Dec. 15.—A cam- | 
paign to have the State of 
New York create a fund of 
$1,000,000 with which to 
carry its own bonds for com- 
pletion of its construction 
projects has been launched 
by Col. Frederick Stuart 
Green, superintendent of 
public works. The plan will 
be presented to the 1932 Leg- 
islature. 

Holding that the State can 
carry the risk better than 
anyone else, he points out 
that by charging 1 per cent 
of the amount of the con- 
tracts on next year’s con- 
struction program, the fund 
of $1,000,000 would be ob- 
tained, provided the program 
aggregated $100,000,000, as 
it did in 1931. When the 
$1,000,000 was reached, he 
would discontinue the charge 
against appropriations until 
the fund had been reduced 
through withdrawals. He 
has an alternative asking the 
Legislature to appropriate 
$1,000,000 to start the fund. 

It is felt that Governor 
Roosevelt is not favorably | 

i 





American Surety Appoints 
Detroit Manager 


The American Surety 
Company and the New York 
Casualty Company announce 
the transfer of J. C. Smith, 
manager of the companies’ 
branch office at Denver, 
Colo., to the managership of 
their Detroit branch office, 
succeeding 
F. L. Fraser. While relin- 
quishing active supervision 
of the Detroit branch, Mr. 
Fraser will continue with the 
companies as a resident vice- 
president at that point. He 
has been manager of the 
American Surety Company 
at Detroit for many years 

Mr. Smith joined the 
American Surety Company 
at the Salt Lake City office 
in 1919, a few months after 
his return from military ser- 
vice in France. 

Donald L. Clark, who has 
been assistant manager at | 
Denver, will succeed Mr. 








disposed toward the project. 
There also is some question 
of the constitutionality of 
the State into the bonding 
business. Another objection 
is that the plan affects only 
completion bonds and does 
not mention material, men 
and labor. 





Hartford Accident Bonds 
Santa Claus 


The Hartford Accident 
and Indemnity Company 
through the Fidelity De- 
partment of its New York 
office has bonded Santa 
Claus. Among a group 
of employees’ applications 
received from a New 
York department store 
which is covered under 
one of the company’s 
Commercial Blanket 
Bonds there was. one 
which indicated that the 
applicant held the impor- 
tant position of Santa 
Claus and as such was 
eligible for protection 
under the Hartford’s 
bond. 














Seek Control Board Under 
Compulsory Law 


Boston, MaAss., Dec. 15.— 
Representative Paul A. 
Dever of Cambridge has 
filed a bill which would set 
up a rating and control board 
for compulsory insurance 
here. 

The board would contro! 
the establishment of rate 
classifications influenced by 
risks and fix minimum 
charges. The proposed board 
would also take over the 
duties of the present Appeal 
Board. A similar measure 
was rejected last year. 


Smith as manager. After 
acting as a radio officer on 
ships, attending the Univer- 
sity of Washington at Seattle 
and working for two corpo- 
rations, he joined the Ameri- 
ean Surety Dec. 1, 1924, as 
special agent. 
to Denver in 1929. 


| 
} 





He was sent | 
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NDING — MISCELLANEOUS 


Independence 


Elects Officers 


Tallman, Morrison Named 
Vice Presidents; Dette is 
Elected Secretary 





Edmund A. Tallman and 
James A. Morrison, man- 
agers and resident vice-pres- 
idents of the New York 
branch of the Independence 
Indemnity Company were 
named vice-presidents of the 
company in Philadelphia this 
week. The board of direc- 
tors also elected Gustav R. 
Dette, secretary, to succeed 
Mr. Morrison upon _ the 
latter’s transfer to New 
York. 


The new vice-presidents 
were appointed New York 
managers on Nov. 4. Mr. 
Morrison had been secretary 
and treasurer of the Inde- 
pendence since its organiza- 


tion. He received his early 
insurance experience with 
the Frankfort General. He 


has been with the Royal In- 
demnity and the Eagle In- 
demnity as secretary. 

Mr. Tallman joined the U. 
S. F. & G. in 1903. Later 
he was vice-president of both 
the Royal and the Eagle In- 
demnity and later was vice- 
president of the Guardian 
Casualty of Buffalo. 





Atna Conducts Large 
Training Course 


The educational extension 
division of the Aetna Cas- 
ualty and Surety Company 
reports that, during Novem- 
ber, students enrolled for the 
company’s special training 
course completed more than 
1600 lessons. 

A total of 1500 students 
are enrolled for the course, 
of whom approximately 1000 
are agents and 500 are em- 
ployees of the company. 
These students are located in 
every State in which the 
Aetna transacts_ business, 
and Hawaii. 
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OU’VE all doubtless heard the 
va about the managing editor 
who sent his young cub out to interview 
an ill-tempered businessman who hap- 
pened to be notoriously in the public 
eye. The businessman beat the young 
cub up and tossed him out like a sack 
of potatoes, whereupon the cub called 
his editor and reported the incident. 
The editor was furious and bellowed, 
“You go back there and tell that old 
fool that he can’t intimidate me.” 


* % * 


GENTLEMAN whom I have 

known all my life, and who at one 
time was somewhat of an insurance 
man himself, informs me that this 
story developed actually from the ex- 
perience of a life insurance agent. He 
swears his version is true, but the Celi 
in him has oftentimes risen to lend 
plausible implausibility to any occasion. 


I mean he tells stories with an idea 

of improving the general tone of the 

situation and not in tae mood of the 

Board of Temperance and Morals either. 
BN 

ELL, it seems (as any story is 





| 


bound to start) that a persistent | 


life insurance agent had been calling 
upon a burly drayman for many 
without succeeding in selling 
policy. This persistency being 
his job did not irritate the agent 


him a 


in 


months | 


part of | 


the least, but it began to infuriate the | 


drayman. It preyed upon his mind, at 
home, at work; it interrupted his peace- 
ful slumbers. He vowed to settle the 


matter for all time, but not by buying | 


a policy. The next time the 
called he grabbed him by the scruff 
of the neck, and roared. “If you come 
back here again, I’ll throw you down- 
stairs.” 


* * 


VIDENTLY thinking that he was 


agent | 


about to close the sale, the agent | 


returned the next evening. True to his 
promise the drayman_ seized him, 
punched him, and hurled him down a 
long tenement staircase. Bruised and 
battered, the agent painfully 


picked | 


himself up, and with a smile mounted | 


the stairs toward his prospect. Reach- 
ing the top he said, “Come on now, 
let’s quit fooling around, and get down 
to business.” Dazed at this comeback, 
and with the fury gone out of him. 


the drayman invited the agent into his | 


home and bought insurance for him- 
self, his wife, and four of his five chil- 
iren. The fifth child was insured 
when it obtained a proper age. Now 
there’s what I call prospecting. 
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IN CASUALTY 


P.y as you drive, 
a slogan as familiar to automobilists 
as the old model “T”’ Ford, seems to 
be working out well in the taxicab in- 
surance business in Baltimore. be- 
cause a new law passed by the last 
session of the Maryland legislature 
makes it compulsory for all taxicabs 





to carry liability and property dam- 
age the to 
under the wire before the law goes 


insurance, scramble get 


into effect Jan. 1, has been acute. 
Lowndes & lL.owndes, agents for the 
Consolidated Indemnity & Insurance 
plan 
whereby the 


cover on the monthly installment plan. 


Company, have perfected a 


they can underwrite 
A taxicabman can purchase a policy 
for $30 down and $30 a month, the 
total premium of the policy being 
$360. The that its 
plan is working very successfully, and 


agency reports 
that it has already had experience of 
the same nature in New York City. 
No lengthy 
quired, but the agency devotes a great 
deal of its attention to accident pre- 
vention. Its methods stern, and 
offending drivers are eliminated from 


investigations are re- 


are 


the risk as soon as they begin to show 
The firm reports that 
me New 


per cent 


bad records. 
it reduced the accidents of « 
York taxi fleet from 60 to 18 
in a few months. 


* * * 


Wii Wrightem 


makes this column again, this time 
with an idea towards improving the 


English language. Will, vou re- 


AND 


INSURANCE 


member, is field correspondent for 
the Yorkshire Insurance Company. 
Will wants to call a spade a spade 
“an agricultural implement 
In 


and not 
used in the tilling of the soil.” 
other words he objects to the cap- 
tioning of the higher limits of auto- 
mobile insurance as “excess limits.” 
In his weekly letter to his agents he 
has this to say: “The public can 
hardly be blamed for misinterpreting 
the ‘excess limits’ when the 
synonyms for the word ‘excess’ are 
known to include ‘overplus—extrav- 
agance—superabundance. Sell your 
prospects and present policyholders 


words 


‘adequate limits’ depending, of course, 


OBJECTION 
SUSTAINED 
—_ 












—— 


assured, 


the 


upon the position of 
make certain that you are giving in 
each policy the protection needed.” 


* * * 


Fast claim service, 
the goal of every progressive casualty 
insurance company approached a new 
criterion out in Indiana last week. In 
fact, it made a record. The Physi- 
cians Protective Casualty Company of 
Indianapolis sent two of its officials 
in an airplane to Logansport to pay 
a $5,000 death claim in that city. It 
was recorded as the first time that an 
airplane had been used in Indiana as 
an agent in paying a claim. The off- 
of the company who 
panied the plane were R. D. Welsh, 


cials accom- 
superintendent of claims, and C. C. 
Resnow, secretary - treasurer. They 
were met at Logansport by H. D. 
Kinnaman, who is agent there. 
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Public Accident 


Rate Increasing | 


Workers’ Toll Is Half An- 
nual Fatality Rate, | 
Metropolitan Life Says 


New York, N. Y., Dec. 15. 
—Public accidents, that 
class of casualties which 
overtake its victims away 
from home while not en- 
gaged in gainful work, ac- 
count for nearly one-half of 
all the fatal injuries which 
occur each year among wage- 
earners and their dependents. | 
This conclusion is drawn by 
statisticians of the Metro- 
politan Life Insurance Com- 
pany from a study made of | 
the company’s death claims. | 
The statisticians’ report) 
says that the average death | 
rate from these causes over 
a nine-year period, 1922 to 
1930, was 30.7 per 100,000. 

“Most of these ‘public ac- 
cidents, the report says, 
“occur among persons who 
are riding in or are hit by 
some means of transport. 
Fatalities arising out of the 
operation of motor vehicles, 
aside from those connected 
with the occupation of the 
persons injured, increased 57 
cent between 1922 and 





’ 





per 
1930. 

“Deaths from falls arising 
out of public activities seem 
also to have increased in re- 
cent years. Non-occupation- 
al railroad accidents have 
remained practically station- 
ary 1922; the street- 
ear hazard for the general 
public, when riding on, or 
getting in the way of these | 
vehicles has diminished 
slightly; and fatal 
from horse-drawn vehicles 
and from bicycles have de- 
clined more than one-half | 
since 1922. 





since 


Death of E. H. Sherley 


LOUISVILLE, Ky., Dec. 12.— 
Edward Hobbs Sherley, 
State agent in Tennessee for 
the Home Insurance Com- 
pany, group, 63 years of 
age, and with the company 
in its field service for 22 
years, died a week ago, at 
Nashville. Mr. Sherley at 
one time was assistant build- 
ing inspector at Louisville, 
and later was connected 
with the old Kentucky Rat- 
ing Board. 
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injuries | 


| November, 





Ranking Ten Casualty 
Companies 


On page 13 of the Dec. 
3 issue of THE SPECTA- 
TOR, there appeared a 
tabulation showing’ the 
Ranking Ten Companies 
in casualty, surety and 
miscellaneous lines for the 
year 1930 in the United 
States. Under the cap- 
tion of accident and 
health, the Provident Life 
and Accident Insurance 
Company of Chattanooga, 
which should have been 
listed as ninth was en- 
tirely omitted. The cor- 
rect listing, therefore, 
should have been in the 
following order: 1, Met- 
ropolitan Life, N. Y.; 2, 
Travelers, Hartford; 3, 
Massachusetts Protective, 
Worcester; 4, National 
Life & Accident, Nash- 
ville; 5, Continental Cas- 
ualty, Chicago; 6, Avtna 
Life, Hartford; 7, Pacific 
Mutual Life, Los Ange- 
les; 8, Washington Na- 
tional; 9, Provident Life 
& Accident, Chattanooga; 
10, Business Men’s Assur- 
ance, Kansas. 











| 15. 


Sues Southern Surety 


| 
BIRMINGHAM, ALA., Dec. | 
Suit has been filed by | 


| D. D. Robertson, State super- | 


| intendent 


of banks and re-| 


| ceiver for the Bank of Ten- 


nessee, of which Rogers | 


| Caldwell was president,| 
against the Southern Surety | 


Company, New York, seek- | 


| ing to recover $250,000 fidel- 


ity 


| which failed last winter. 


| pany 


| due 
| which protected the defunct 


Robertson’s suit claims 
premiums on the policy were 
paid by the bank from 1928 
to 1931 when the surety com- 
canceled the policy. 
Robertson also filed suit 
against the same company 
for $20,000 which he says is 
on a similar policy 


Liberty Bank & Trust. 


Want Own Company 

North Carolina manufac- 
turers met at High Point 
last week to discuss organiz- 
ing a company to carry 
workmen’s compensation in- 


| surance. They decided to in- 


vestigate capital require- 
ments before taking definite 
action. 


CONSTRUCTION SHOWS 
STEADY RETRENCHMENT 


With only one important 
territory in the 37 States 
east of the Rockies showing 
a gain in new construction 
contracts, retrenchment in 
building and construction con- 


tinued unabated during Nov- | 


according to F. W. 
Dodge Corporation 
The advancing district was 
the Central Northwest terri- 
comprised of Minne- 
sota, the Dakotas, the North- 
ern peninsula of Michigan, 
and Northwest Wisconsin. 
Its total of $6,900,600, com- 
paring with $4,851,000 in 
1930, showed 
gains in all three major con- 


ember 


, struction groups. 


Total construction  con- 
tracts awarded in November 


| in the entire 37 States east of 


the Rockies amounted to 
$151,195,900. This was di- 
vided among the three major 
classes with $45,290,400 in 
residential building; $58,495,- 
800 in non-residential build- 
ing and $47,409,700 in public 
works and utilities. The loss 
from October when large con- 
tracts for Radio City swelled 
the total amounted to 38 per 
cent as contrasted with a 
customary seasonal decline 


| of less than 15 per cent. 


figures. | 


Residential contracts 
awarded during November 
showed a loss in dollar vol- 
ume of .25 per cent as con- 
trasted with October; the de- 
cline from November, 1930, 
amounted to 44 per cent. 
Non-residential building con- 
tracts awarded in November 
declined 41 per cent from 
October and 39 per cent from 
November of last year. 

Public buildings were alone 


insurance said to have | 
| been taken out by the bank, 





in the non-residential group 
to advance during November 
and also for the eleven | 
elapsed months of the year 
for which a gain of 39 per 
cent was shown as compared | 
with the corresponding period 
of 1930. The decline in com- | 
mercial buildings was 49 per 
cent while factories showed a | 
loss of 53 per cent. 
Residential gains over No- 
vember, 1930, were scored 
during the month just ended 
in New England and the Cen- 
tral Northwest. Non-residen- 
tial building advances were 
made in the Metropolitan | 
area of New York, Middle 
Atlantic, Southeastern, and 
Central Northwest districts. 
Increases in public works 
and utilities were registered 


| 
| 


| in the New England, Upstate 


To Study Scope of 


Performance Bond 


Cover for Fraternals is 
Problem to Chicago 


Underwriters 


CHICAGO, Dec. 15.—Surety 
men here on Tuesday voted 
to refer to the Surety Un- 
derwriters Association of 
America, the need for an in- 
terpretation of the faithful! 
performance bond _ written 
for officials of fraternal so- 
cieties. The question 
whether fraternals under 
this bond, are _ protected 
against burglary, robbery 
and mysterious disappear- 
ance of funds under the cus- 
tody of the bonded official. 


It was explained that some 
of the companies have been 
saying that these things are 
covered, while others con- 
tend that they should be in- 
demnified by a_ separate 
policy. It was asserted that 
it will be a difficult problem 
to dispose of, because the 
bond, by guaranteeing the 
faithful performance of the 
official, must perforce include 
those contingencies that 
might cause a shortage of 
funds, even including rob- 
bery and mysterious dis- 
appearance. 

The assertion also dis- 
cussed the feasibility of es- 
tablishing a confidential in- 
formation exchange as to un- 


1s 


satisfactory fidelity bond and 


surety risks. It was asserted 
that a similar exchange is 
operated by the Los Angeles 
surety men sucessfully. This 
was referred to a committee 


| including W. H. Hansmann. 


M. P. Fisher and Timothy E. 
Dunne. 


New York, Central North- 


| west, and Southern Michigan 


territories. 


The five territories show- 
ing the largest totals during 
November were Metropolitan 
New York with $33,000,300; 
New England with $17,104,- 
200; Middle Atlantic with 
$21,431,500; Pittsburgh dis- 
trict with $15,610,000; and 
the Chicago district with 
$13,640,700. 
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Judge Sees Public 


Funds as “ Trusts’”’ 





Michigan Situation Still 
Tense as Judges Review 
Test Cases 





LANSING, MIcH., Dec. 12. 
—Although there has been 
no marked change during 
the past week in the situa- 
tion relative to the provision 
of tax collection bonds for 
city, village, and township 
treasurers, with a prospect 
of indefinite delay in the col- 
lection of taxes in many 
parts of the State, there 
were two interesting devel- 
opments bearing on the prob- 
lem. 

Judge Glenn C. Gillespie 
of Oakland County circuit 
court at Pontiac held, in an 
action coming before him 
arising from the closing of 
two banks in that county 
some months ago, that it is 
illegal for a bank to accept 
public funds unless a deposi- 
tory bond is furnished in 
compliance with statute, and 
that money accepted without 
bond become trust funds and 
preferred accounts in event 
of insolvency. 

A tendency of the surety 
companies to relinquish their 
position and write the treas- 
urers’ bonds in some of the 
larger cities of the State, 
providing they were  per- 
mitted to name the deposi- 
tories, was given something 
of a setback by the closing 
of two large Bay City banks. 

Judge Gillespie’s decision 
was certified by himself to 
the Supreme Court for re- 
view. In the meantime, his 
Oakland county colleague, 
Judge Frank L. Doty, is con- 
sidering almost the same 
point in an action before him 
designed to determine pref- 
erential claims in the clos- 
ing of two large Pontiac 
banks. The latter judge has 
indicated that he disagrees, 
in part, with Judge Gillespie 
although the ground covered 
in the case he is considering 
is not identical, as part of 
the public funds, money de- 
posited without bond by Oak- 
land county totaling over 
$1,500,000, had been re- 
deposited with the banks’ 
correspondents in Detroit, 
Chicago, and New York at 
the time of closing, a rel- 
atively small portion being 











Van Schaick Warns on 
Bail Bonds 


In a letter interpreted 
as a warning in insurance 
circles to all surety com- 
panies and bail bond 
agents Supt. George S. 
Van Schaick outlines the 
premium and commission 
rules governing the plac- 
ing of bail bonds in New 
York State. 

Supt. Van Schaick 
stresses the rule that in 
no case can the premium 
or commission on such a 
bond exceed 3 per cent of 
its face value. 











Wisconsin Passes Depository 
Bond Fund Bill 
Governor Philip La Fol- 


lette of Wisconsin has signed 
the State depository bond 





fund bill, by which public 
deposits of all units of the 
State government will be in- 
sured in a State fund. The 
bill provides that public de- 
posits be divided as equally 
as possible among’ small 
banks in the county, city, 
town, village or other unit of 
government making the de- 
posit. Banks are limited to | 
deposits not larger than | 
twice the paid-in capital and 
surplus. To insure the funds 
against loss through bur- 
glary, embezzlement or bank 
closing, each bank must pay 
quarterly 1 per cent of the| 
average daily deposits into | 
the State fund. The fund | 
will be administered by the | 
Public Land Commissioners | 
and the Governor, and if it 
is insufficient to meet losses 
the difference will be paid | 
from the State general fund. | 





Casualty Actuarial Society 
Examination Dates Set 


The Casualty 
Society has announced that 
its annual examinations for 
associate membership will be 
given on May 25 and 26,- 
1932. Closing date for ap- 
plications for examination is 
set at March 15, and each | 
candidate must specify 
whether he plans to take 
Parts I or II or both of the 
examination by that time. 
Both parts must be passed 
before the candidate is el- 
igible for associate member- 
ship. Further particulars 
may be obtained from Rich- 
ard Fondiller, secretary- 


Actuarial | 





Louisville C. & S. 
Club in Annual Meet 





Name Committee to Watch 
Progress of Kentucky Legis- 
lature; Elect Officers 





LOUISVILLE, Ky., Dec. 11. 
—The Louisville Casualty & 
Surety Association, at its 
annual meeting this week, 
made arrangements for han- 
dling anticipated legislation 
at Frankfort, when the Ken- 
tucky Legislature meets in 
January. A legislative com- 
mittee was named composed 
of R. R. Williams, of the 
Aetna; W. A. Reisert, of W. 
A. Reisert & Co., local 
agents; W. G. Meinhardt, of 
the Edward J. Miller & Co., 
office; Allen Smith, of the 
National Surety; M. O. 
Diggs, of the U. S. F. & G.; 
and Ernest B. Williams, of 


| the Liberty Fire Insurance 


Co. 

Officers elected were 
Ernest B. Williams, presi- 
dent; M. O. Diggs, vice- 


president; and E. B. Stout, 
Jr., Hartford Accident & 
Indemnity, secretary-treas- 
urer. W. G. Meinhardt was 
the retiring president. 





Agents for American Surety 


O. Edwin Barnes of 155 
Montague Street, Brooklyn, 


|N. Y., has been appointed 


agents for the American 
Surety Company. The agency 
also represents the Southern 
Surety of New York. 





Auto Death Rate Shows 
Four Month Decline 


HARTFORD, CONN., Dec. 14. 
—With deaths in automobile 
accidents for the country as 
a whole showing a drop since 
August in comparison with 


| the same period last year, 


total fatalities for the United 
States this year are now 
estimated at around 34,000, 
an increase over last year 
of 2.5 per cent. 

This annual record is in- 


| dicated by the reports of 42 


States and the District of 
Columbia received by the 
Travelers Insurance Com- 
pany. On the basis of the 
forecast decrease in registra- 
tion of motor vehicles, the 
reported gain in deaths 
means an increase of about 


retained by the Pontiac in-| treasurer of the Society, 90|5 per cent in fatalities per 


stitutions. 
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John Street, New York City. | 


thousand cars registered. 














What Is An 
Insurable 
Interest 


? 


Persons buying insurance 


must have an active inter- 
est in the property or con- 
tingency against which they 
insure. This is a well-estab- 
lished principle of law and 
was brought about by a 
process of evolution as a re- 
sult of gambling and spec- 
ulation in insurance during 
its early English develop- 
ment. Insurance was placed 
on wrongdoers on trial for 
their lives; on the lives of 
prominent persons who 
might be ill; on ships and 
cargoes by persons having 
no interest in them other 
than that of gaming. So 
deplorable was the situation 
that Walpole described in- 
surance as “nothing more 
than a particular game, a 
more solemn species of 
hazard, and ought to be 
prohibited, for every rea- 
son that 


can be urged 


against games of chance.” 


Great American 
3udemnify Company 
New Pork 


CASUALTY SURETY 


your questions 
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G. C. Stevenson 
Ottawa Branch Manager 


G. D. Woodcock 
Hamilton Branch Manager 


Great West Life Managers In New Territory— 


D. O. Hubbell 
Toronto Branch Manager 


F. S. Fulthorp 
London Branch Manager 











Great-West Managers 
in Annual Meeting 





Entire Eastern Division Ad- 
dressed by Company 
Officials 





Managers from the whole 
eastern division of the Great- 
West Life Assurance Com- 
pany met in Toronto and 
Montreal last week to confer 
with C. C. Ferguson, general 
manager, H. W. Manning, 
assistant general manager 
and Dr. W. L. Mann, the 
newly-appointed chief med- 
ical referee of the company. 

Attending the meetings 
were C. A. Butler, Montreal, 
superintendent of eastern 
agencies; T. M. Taylor, To- 
ronto supervisor of Ontario 
agencies; and Managers T. 
S. Coleman, Detroit; C. T. 
Milner, Chicago; D. O. Hub- 


bell, Toronto; G. D. Wood- 
cock, Hamilton; F. S. Ful- 
thorp, London; A. B. Mc- 
Intyre, Windsor; G. C. 


Stevenson, Ottawa. 
These meetings with the 


recently appointed branch 
managers are being held 
chiefly to discuss matters 
arising from the agency 
changes made within the 
past month or two and to co- 
ordinate the company’s 


agency plans for the coming 
year, 





Home Life G. A. 


Alden C. Palmer has been 
appointed general agent for 
th Home Life Insurance 
Company of New York at 
Minneapolis, Minn. 
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Appoints Ray E. Habermann 
General Agent 


Ray E. Habermann, for 
the past year and a half 
production manager of the 
Chicago Wrenn agency of the 
State Mutual Life, has been 
appointed general agent for 
the company in Minneapolis. 
Mr. Habermann succeeds An- 
drew B. Dygert, who has re- 
signed. 

Mr. Habermann is a grad- 
uate of Springfield College, 
Springfield, Mass., and also a 
graduate of a short course 
at the Naval Academy in 
Annapolis. For eight years, 
he coached football, basket- 
ball and track at Carroll 
College, Waukesha, Wis., and 
Knox College, Galesburg, III. 





| James H. Cowles Is 
Made General Agent 





Leaves Home Office Post 
With Provident Mutual 
to Enter Production 





The Provident Mutual Life 
Insurance Company of Phil- 
adelphia announces the ap- 
pointment of James UH. 
Cowles, assistant manager 
of agencies, as general agent 
for Los Angeles and South- 
ern California, effective Jan. 
1, 1932. He succeeds Walter 
E. Vail, who resigns as of 
Dec. 31 after forty-three 
years of service to the com- 





pany. 
Mr. Cowles entered the 
Provident organization as 





Field Service Managers 


Two new field’ service 
managers have joined the 
agency department of the 
Mutual Benefit Life Insur- 
ance Company. They are G. 
Franklin Ream, formerly as- 
sistant to J. S. Drewry, gen- 
eral agent for the company 
in Ohio, and Harold Peter- 
son, 








special agent in Denver un- 
der his father, Irving R. 
Cowles, with whom he later 
became associated as general 
agent. At his father’s death 
in 1922 he became sole gen- 
eral agent for the State of 
Colorado. In 1928 he re- 
signed to take a position as 
a sales executive in the home 
office. 





PRESIDENTS CELEBRATE SILVER ANNIVERSARY 











(Concluded from page 15) 


the quest for quantity. He hopes to 
see life insurance as the first great 
industry to accept the responsibility 
of adequately caring for its employees 
in order to avoid the dole and the 
hazards of dependent old age. 

The afternoon and final session was 
opened with an address by Bancroft 
Gherardi, vice-president of the Amer- 
ican Telegraph & ‘Telephone. He 
showed how he nation has progressed 
through research. Mr. Gherardi was 
hte engineer who worked out the de- 
tails of the first transcontinental tele- 
phone system. 

Thomas J. Tyne, vice-president and 
general counsel, National Life and 
Accident Company, told why he views 
the future with a serene brow, con- 


fident that the traditions of past 
harder struggles, successfully over- 
come, will guarantee our present 
triumph. 


The last speaker of the convention 
was Charles F. Collisson, farm editor 
of the Minneapolis Tribune. He gave 
a history of the splendid sucess of a 
ten-year plan for diversified farming 
in Minnesota. When grain is cheap, 
raise livestock and feed the animals 
on fifty-cent wheat, was the advise 
given the farmers of the Northwest. 
As a result, he said, rural Minnesota 
recognizes no depression today. The 
country is prosperous and startlingly 
so as compared with other sections of 
the country where cotton, wheat and 
corn have been depended upon. 
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Fire Insurance Inspection and 
Underwriting 


A complete Fire Insurance Reference 
work under one cover, treating of more 
than 5500 subjects, with numerous illus- 
trations, embracing over 1150 pages of 
profitable information. Insurance com- 
panies which have supplied their general 
and special agents, inspectors, counter 
men, map clerks and chief local agents 
with copies of earlier editions of this 
ready reference book have found it to be 
a most efficient aid to profitable under- 
writing. Price $6.50 


Building Construction as Applied to 
Fire Insurance 


No fire underwriter can hope to be suc- 
cessful unless he has at least a working 
knowledge of the fundamental principles 
of building construction. <This book in 
a simple non-technical manner answers 
the question which arises in the minds of 
all underwriters: Why do some build- 
ings with relatively similar occupancies 
and appearing the same on a map, burn 
more readily and are more severely dam- 
aged than others? Price $2.00 


The Authors 


of both of these books, Messrs. Chas. 
C. Dominge and Walter O. Lincoln, are 
well known practical underwriters and 
have spent many years of personal study 
and research accumulating this data. As 
insurance engineers they have gained an 
enviable reputation in the insurance fra- 
ternity as experts and authorities, be- 
cause of their great familiarity with the 
hazard relating to the business of fire 
underwriting. 
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“Thank You, 
Mr. Agent” 


This unusual year our business written has 
continued to increase. Agents have found 
that Guardian Profit-Sharing Policies are 
easy to sell; policyholders have found our 
Premium-Savings “easy to take.” 


We wish you all a Merry Christmas, 
a Happy New Year, and _ extend 
Thanks Again for your continued co- 
operation 


GuaRDIAAgICASUALTY 
COMPANY 


Owen B. Augspurger, President 


Home Office: Buffalo, N. Y. 
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CHRISTMAS SPIRIT 











Giving 


THE SPIRIT of Chrismas is that of giving and 
the greatest gift is that of service to mankind. 


THE INSURANCE AGENT by nature of his 
profession is better able to serve mankind than 
many others, and this Company is glad to give 
to it’s agents at all times such co-operation that 
they may render a bigger and better service. 


Independence Indemnity Company 
Commonwealth Division 
Philadelphia 


& MORACE SHALE, Presidem 
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